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ALLURING FOOTWEAR 


Discerning women find in Tweedies a fashion-correctness that is basic and conclusive---one that merchants depend 
upon and one that is winning more wearers season after season. . 


TWEEDIE FOOTWEAR CORPORATION, JEFFERSON CITY, MO. 
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BER UBE METZ, Metz Shoes, Chi- 
cago, Ill., says: 

“National Men’s Shoe Week was 
the best thing that ever happened 
to the men’s shoe business. The 
weather didn’t cooperate here in 
Chicago, but with the publicity we 








gave National Men’s Shoe Week, 
we did a most satisfactory business. 
Keep up the good work and have 
at least four men’s shoes weeks 
during the year.” 


* * * 


MAXEY JARMAN, Chairman of 
the National Shoe Fair, in opening 
the “Rush for Space” last week, 
said: 

“Showmanship is a fundamental 
attribute of modern business—it is 
akin to enthusiaam—for when a 
shoeman is proud of his product, 
he wants the whole world to know 
about it. That is why we hold a 
National Shoe Fair once a year— 
to give opportunity to industry to 
display its accomplishments before 
the merchants of America. Under 
one roof, an entire industry assem- 
bles in friendly competition and 
the honors are to those showing the 
best judgment, skill, selection and 


boot and Shoe Kecotder 


VOICE of the TRADE 








fashions—keeping ever in mind 
values, prestige and profit. 

“Tt is a healthy normal thing to 
have pride in craftsmanship, and 
the Joint Committee of the National 
Boot and Shoe Manufacturers As- 
sociation and the National Shoe 
Retailers Association expects one 
thousand exhibits at the Hotel 
Stevens in Chicago on January 2, 
3, 4, 5 and 6, 1938. 

“May I give you this thought— 
the National Shoe Fair is not a 
thrill of the week—a dash of sell- 
ing audacity—it has rather a deep- 
er significance in the fact that it 
gives to practical business a mea- 
suring stick of the public service 
of each concern in relation to the 
merchant in his store. The coop- 
erative process of production at 
factory sources and distribution 
from the stores into public use—is 
essential and apparent as conven- 








tioning brings plans to light. That 
process goes on day by day, month 
by month, season by season, and 
year by year; and the National 
Shoe Fair serves as an instrument 
for the ultimate good of employer, 
capital and wages and continuing 
business—for in your own experi- 
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ence as an exhibitor you have prob- 
ably found that many a friendship 
developed at the National Shoe 
Fair has resulted in practical busi- 
ness relations.” 


* * 


ELL MATCH « ? 


* 
ey YOu 











THE Spauldings, Huntley and 
Rolland, makers of shoe counters 
at Rochester, New Hampshire, have 
given $300,000 to Rochester for a 
new high school and the city and 
federal government have contrib- 
uted another $300,000. And so a 
fine school is being built. 

A nearby newspaper says: 
“That’s a strange combination to 
be working hand-in-hand, even for 
such an ideal purpose. The Spauld- 
ing brothers, whom New Hamp- 
shire knows to be men of the high- 
est type, would, we assume, under 
the New Deal directory of success- 
ful men, be considered ‘princes of 
privilege,’ but here they seem to be 
holding their own in a worthy 
project at the side of Harry Hop- 


kins et al. and Federal dollars.” 
* * # 
A, V. HOLBROOK, Jr., of Cleve- 
land, Ohio, says: 
“Men’s shoe promotion helped 
increase my sales 10 per cent this 











Page 16 


week over a corresponding period 
a year ago. I believe the results 
would have been much better had 
weather conditions been more fa- 
vorable. It was too warm; but I 
am very much satisfied with the 
results. Hope you contemplate do- 
ing the same thing next Spring.” 


$¢)PUT Your Best Foot Foremost,” 
says Sean Dorman in Superman 
(London, England). 

“The foot is one of the most com- 
plex structures in the human body. 
[It is formed of a number of elastic 
arches, which run from heel to toe, 
and also across the sole. The arches 
of the foot serve a number of pur- 
poses. They act as springs, break- 
ing the shocks received in walking, 
running and jumping. They dis- 
tribute the weight of the body 
evenly over the whole foot. They 
protect the nerves, blood vessels 
and other delicate structures sit- 
uated on the sole of the foot, which 
would otherwise be crushed against 
the ground. These arches are 
formed of a number of bones 














jointed together. The bones ure 
held in position, and at the same 
time are allowed the necessary 
play, by powerful ligaments. But 
unsupported ligaments will, after a 
time, tend to stretch under a con- 
tinuous strain, so the arches are 
supported by muscles as well. 

“Tt is these muscles which, when 
neglected, become weak and fail to 
do their bit in supporting the 
skeleton of the foot.” 


‘SJHE farmers are in the money, 
this Fall,” says A. G. Black, Chief 
of the Bureau of Agricultural Eco- 
nomics. “The buying power of 
farmers’ income is greater this year 
than in any of the last seven years 
and compares favorably with the 
buying power of farmers during 
pre-depression years. Cash farm in- 
come will total about nine billion 
dollars for the calendar year of 
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—"You've been told how man 
taxes there are on a loaf of brea 
and on a gallon of gas, but has 
anyone told you how many taxes 
there are on a pair of shoes? 

—Well, I'll do that little favor for 


‘ou. 

ese are just 126 taxes on that 
new pair of shoes you have just 
bought. 

Bayon — snipes 

—And you're buying a er pair 
of shoes at oneduiie m0 
than you paid fifteen years ago. 

—So you see, there must be a heap 
of efficiency in shoe manufactur- 
ing and shoe retailing these days 
in order to stand up against the 
unfavorable trends of social and 
economic life and at the same 
time give Mr. and Mrs. John Q. 
Public more shoe value for their 
money than ever before.” 
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1937. While this figure is some- 
what below the dollar income of 
pre-depression years, the prices 
farmers pay for commodities and 
services also are lower than in 
those years. 

“The nine billion dollars re- 
ceived this year will probably buy 
about as much as the larger income 
would buy in pre-depression years. 
The increase of $1,135,000,000 in 
farm income this year, over that 
received in 1936 is primarily the 
result of. greater income from the 
sale of farm products; but govern- 
ment payments will also be some- 
what larger than last year. Gov- 
ernment payments will probably 
amount to between $400,000,000 
and $450,000,000.” 


€. CARLETON WINSTON of 
Perry’s Shoe Shop in Coffeyville, 
Kansas, says: 
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“The movement to sell more 
shoes through the National Men’s 
Shoe Week has unified the shoe 
merchants more than any one move- 
ment that we have had in Coffey- 
ville. They were contacted and 
didn’t need any sales talk to sell 
them on the movement. It seemed 
as though the time was right to 
work together, as you will see by 
the cooperative ads that were run 
twice in our daily paper—one and 
then another as a follow up; also 
a reminder in the paper entitled: 
‘Attractions of Special Interest.’ 
The Ten stores showed RECORDER 
window cards and streamers and 
they were put in the windows and 
the stores, to tie in with the ads in 
the paper; and resulted in a closer 
relationship with each other— 
which we need in all lines. 

“We think this movement should 
be continued—but enlarged. As to 
direct results, it is hard to tell; but 
like the results of any other ad- 
vertising plan, it’s bond to help. 
Even though it doesn’t do it right 
now—it makes the customer more 
style and Fall conscious.” 


* * * 









PURSES as large as traveling van- 
ities were created by Kalloch, de- 
signer for Columbia Studios, for 
Grace Moore who is currently film- 
ing her next starring production for 
Columbia “I’ll Take Romance” in 
which Melvyn Douglas is leading 
man. 

One bag of brown alligator has 
double flaps on either side and in 
this manner secretes four additional 
gadget pockets. A small gold mon- 
ogram is placed on the top of the 
strap handle. Kalloch has repro- 
duced this bag in several shades of 
sueded kidskin to contrast the 
suede traveling costumes included 
in Miss Moore’s Fall wardrobe. 

To complement these bags Kal- 
loch has designed shoes of identi- 
cal fabric. Included in the group 
are side laced oxfords (of alliga- 
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tor) that creep high on the instep, 
four tie oxfords and walking pumps. 

The gloves that harmonize with 
these accésory sets are the same in 
color, but all executed in doeskin. 
Kalloch innovates trick stitchings 
and lacings as well as tiny per- 
forations on the backs of these 
gloves and sometimes he puts cross 
straps and tiny buckles as fasten- 
ings on the wrist. 

* * * 


EIGHT HUNDRED SEVENTY in- 
dividual contracts have been signed 
by the employees of an Ohio shoe 
concern, out of a total of 1050 
workers. In it the company guaran- 
tees to each employee no reduction 
‘in wages; and each employee in 
turn guarantees that he will give 
fifteen days’ notice in writing of 
any intention to quit. 

As a result, Common Pleas Judge 
William R. White of Portsmouth, 
Ohio, signed an order enjoining a 
union from attempting to prevent 
the fulfillment of the individual 
working contracts. He said: 

“That such contracts are not pro- 
hibited by the provisions of the 
Wagner act has been determined 
definitely by the Supreme Court of 
the United States.” Judge White 
quoted Chief Justice Hughes as hav- 


ing said in his opinion upholding 
the Wagner act in the Virginian 
Railway case: 

“The act does not preclude such 
individual contracts as the company 
might elect to make directly with 
individual employees.” 

Judge White’s restraining order 
prohibits the union and its officers 
from “making ° statements either 
verbally or through signs or plac- 
ards, calculated to induce the em- 
ployees to break their employment 
contracts.” 





DR. T. L. NORTHUP of Morris- 
town, N. J., says in an article in the 
September issue of the Journal of 
the American Osteopathic Associa- 
tion. 

“The human foot has changed 


but little, if any, in the history of. 


man; but it is only recently that 
it has been considered not as the 
base of a monument but as an 
adaptable and active part which 
supports the body in action. 


ZENITH SHOE STORE 


“Marvelous improvements have 
been made in lasts in recent years; 
and I am convinced that as the 
shape of the last approaches the 
shape of the foot and the public 
becomes willing to allow competent 
shoe men to fit their feet correctly, 
and with shoes large enough to 
allow free flow of weight through 
the foot, it will be less necessary 
to make the shoes so heavy or put 
so much bracing in them.” 


* * * 


THE Escanaba Chamber of Com- 
merce, Escanaba, Mich., tells us: 

“Shoe merchants participated one 
hundred per cent in National Men’s 
Shoe Week. One merchant re- 
ported that the promotion opened 
the men’s Fall season earlier. He 
sold more high price shoes—shoes 
that ordinarily would not have 
been sold this time of the year. 
One dealer noted a greater reaction 
in brown and tan. Men were made 
more foot-conscious and the promo- 
tion, a well-worth effort, increased 
sales. Suggestion was made to 
stage a similar Spring promotion 
and one merchant reported a fifty 
per cent increase over a comparable 
period last year.” 
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F acts and Figures That Tell the Story of American Achievements in the Field 
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SHOES to Hit BILLION DOLLAR Mark 


of Footwear—From an Address by W. Maxey Jarman, President of General 
Shoe Corporation and Chairman of the National Shoe Fair, at the N.S.R.A. 
Style Conference, Waldorf-Astoria Hotel, New York, September 9— Mr. 
Jarman Has Recently Returned from Abroad, Where He Had an Oppor- 
tunity to Compare Conditions in the American Shoe Industry with Those 


MIOST industries look back on the year 1929 as the 
peak of all production records. That represents the 
goal they would like to reach. Going beyond 1929 is 
almost inconceivable. I am thinking now of established 
industries, and not of such industries as air condition- 
ing, automobile trailers, and others that are really only 
getting started. Such industries have no real records 
to compare with. The shoe industry, however, is an 
old established industry. People have been wearing 
shoes for a long time, and when people begin to wear 
more shoes than they ever did before, it’s an indication 
that something is happening. 

Let us look at the’ record in the shoe industry. In 
1929 we had a production and distribution of 361,000,- 
V00 pairs of shoes. That was the largest year that the 
industry had had up until that time. The production 
for the next year and for several years thereafter was 
somewhat lower than this peak year of 1929, but it is 
interesting to note that the smallest year’s production 
of shoes since 1929 was only 16 per cent under the 
peak of 1929. That was the year 1930 and as far as 
the number of pairs of shoes produced is concerned, 
1930 was the low point of depression for our industry. 
The average price of shoes, however, declined there- 
atier. 

The dollars and cents volume of the industry was 
off, but that was an indication that the industry was 
adjusting itself to the needs of the public. Inasmuch 
- as the year 1930 was the smallest year, this might also 
indicate that the production for the year 1929 was too 
large—in other words, that there might have been a 
lower production in the year 1929 which had to be 
made up for in the year 1930. If that is the case, then 
if the industry exceeded the production of 1929 without 
again having over-production, then it was doing a still 
more unusual job. 

And that’s what we did. Along comes 1935 when 
most industries were still struggling to get anywhere 
at all, and the shoe industry goes over the top with a 
production over 6 per cent greater than the peak year 
of 1929. It was generally thought that the production 
had been too large in the year 1935 and that perhaps 





That Prevail in European Countries. 





we would suffer for it in the next year. But what hap- 
pened? Nineteen thirty-six continued the procession 
with a gain of over 8 per cent ahead of 1935 and 
approximately 15 per cent over 1929, setting a record 
of 415,000,000 pairs. And with the production records 
that have been set up so far this year, 1937, it would 
again seem that this year is going to exceed all previous 
records and become the largest year in the history of 
the industry. 

It was estimated that the volume of shoes sold at 
retail last year in this country amounted to a little 
under the billion dollar mark. This year with an in- 
creased number of pairs, probably averaging a higher 
price, we will doubtless exceed a billion dollars. Thus 
we can say that our industry is a billion dollar indus- 
try—one of the largest individual industries in the 
country. It’s an industry that figures that each year’s 
record is just something to be beaten the next year. 

Such a record is not an accident. It’s an accomplish- 
ment for which the industry should take credit, and 
of which it can be proud. I believe it’s a record that 
is unequaled by any other large established industry 
in this country. Other industries have been more spec- 
tacular and have gotten more publicity on what they 
have accomplished, but I don’t believe that there is 


another major established industry that has broken all 


previous records for three straight years. 

Perhaps if we can analyze this record, we can find 
out what is responsible for this achievement, and then 
by applying more of the same stuff continue to show 
more of the same progress. 


THE shoe industry is a service industry. We are not 
just producing and selling an article of clothing as 
such, whose chief purpose is to cover the nakedness 
of the foot. It is our job to give the men, women and 
children of this country service that will protect their 
feet from the wear and tear of sidewalks or anything 
else that Mr. and Mrs. John Public wish to walk on 
or stand on. We render them a service by keeping their 
feet comfortable and healthy. We render them a ser- 

[TURN TO PAGE 34, PLEASE] 
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W. MAXEY JARMAN 


PRESIDENT OF GENERAL SHOE CORPORATION AND 
CHAIRMAN OF THE NATIONAL SHOE Fair 


PEAKS ON THE PATHWAY OF PROGRESS 


“SEN 1929 we had a production and distribution of 361,000,000 pairs of shoes. 
That was the largest year that the industry had had up until that time.” 


“The production for the next year and for several years thereafter was somewhat 
lower than this peak year of 1929, but it is interesting to note that the smallest year’s 
production of shoes since 1929 was only 16 per cent under the peak of 1929.” (Mr. 
Jarman referred to pair production in 1930.) 


“Along comes 1935, when most industries were still struggling to get anywhere 
at all, and the shoe industry goes over the top with a production over 6 per cent 
greater than the peak year of 1929.” 


“Nineteen thirty-six continued the procession with a gain of over 8 per cent 


ahead of 1935 and approximately 15 per cent over 1929, setting a record of 415.,- 
000,000 pairs.” 


“It was estimated that the volume of shoes sold at retail last year in this country 
amounted to a little under the billion dollar mark. This year, with an increased 
number of pairs, probably averaging a higher price, we will doubtless exceed a 
billion dollars . . . one of the largest individual industries in the country.” 
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Expert Testimony 
On SHOE STYLES 
For SPRING 


A CROWDED hall, record attendance . . . standees 
by the dozen . . . a front page murder could hardly 
compete in courtroom capacity with the women’s ses- 
sion of the N.S.R.A. Style Conference when it pu! 
Spring shoes on trial in the Jade Room at the Waldort 
in New York, Friday morning, Sept. 10. This new 
technique of conducting the conference proceedings 
before a Court of Style Opinion, as started last season, 
has put new life into the meetings. And the way the 
business was worked out this time, with more witnesses 
and fewer words, was another step forward. If, next 
season, the sessions can be cut down by another thirty 
minutes, there won’t be a cough in the courtroom! 


Fabrics on the Stand 

Short, snappy, and to the point was Mrs. Ethel Hol 
iand Little, first witness, when she took the stand on 
the shoe fabric question. Findings from a questionnaire 
recently conducted by her publication, the Woman's 
Home Companion, brought out the fact that quality in 
choice of fabrics is a key factor. Women who liked 
fabric shoes and who didn’t like them had based their 
pros and cons on exactly the same premises. Fabric 
shoes were liked or not liked because they were (o1 
were not) cool, comfortable, easy to clean, and did 
(or did not) hold their shape. The future of fabrics. 
therefore, rests, she believes, with the manufacturers 
who use “good goods.” Sailcloth, prints, linen, shan 
tung, satin and crepe (for evening) were also em- 
phasized. The influence of these varied costume tex- 
tures on shoes, according to Ester Lyman of Harper’s 
Bazaar, would bring about a greater diversity in shoe 
materials, and make for increased interest in smooth 
leathers to go with smooth surface costumes. 

The status of satin for street shoes brought about « 
lively discussion. Designer Harland Wright told the 
court that pattern-makers are cutting the old favorite 
blond satin for Spring street shoes. Violent reaction 
from the fashion editors who contend it never was and 
never will be suitable for the street, though very im- 
portant for evening or late afternoon and a good trim 
ming touch for formal daytime shoes. 


TOP TO BOTTOM 
Stylist Lillian Cook, Allied Kid, discusses significance of the 


pump and stresses new versions of crossed straps. 

Examinin ed one Kerr, Calfskin Tanners; Rheu 
Nichols, A Pauline Morgan, Amalgamated 
Leather Co. ple nore “yo witnesses, 

Stylist Ruth Niclas, Kirby, Block & Co., maintains that 


high and low heels are both in fashion picture. Interest in 
medium heels also reported. 
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Women’s Fashions for the Coming Season as 


Forecast by the Joint Styles Conference 


By RUTH HARRINGTON 


Evidence on Costume Trends 

Next witness, Virginia Enfield, American Enka, 
enumerated the costume fabrics in the Spring costume 
picture. Her main point—the tendency toward 
smoother, finer, firmer weaves. Dull textures leading. 
Also revival of classic weaves with twill surface— 
gabardines and serges. Shantung very important. 
Linens. Openwork weaves, nets and meshes in many 
new developments. Woven fancies (jacquards and 
matelassés) continuing as well as prints. 

Colors in these costume fabrics well highlighted by 
Marjorie Holligan, Celanese Corporation. She pointed 
out that misted, muted colors were outselling more 
vivid pastels in fabrics for Southern wear. Most im- 
portant color range, the blues, all influenced by red. 
merging into blue-reds of fuchsia character. Beiges also 
repeating for Southern wear. Importance of white suits 
at European resorts mentioned. White coats worn over 
navy or black dresses good for town. Two whites in 
the picture, dead white and “mannish” or ivory-toned 
white. Cashmere colorings with their many multi-color 
effects and exotic tones to be featured in prints—fore- 
casting fashion influence of the Indian Durbar. Black 
expected to be again a second color to navy with brown 
a very likely dark horse, particularly in early season 
woolens. Black in sportswear touches not quite so im- 
portant as last season. but strongly indicated for print 


backgrounds. 
White Shoes on Trial 


Several witnesses were called to the stand on the 
strategic question of white shoes. Those retailers who 
had found that the all-white shoe fell below their ex- 
pectations this Summer pricked up their ears at this 
point. Net of the discussion was that white shoes would 
remain the basic Summer fashion. But stores would 
do well to devote part of their Summer budgets to 
white shoes with color trims and dark open shoes for 
Summer wear. 


Color Testimony 
Since the basic color story had been so completely 
presented at the first day’s session by George Meally, 


{TURN TO PAGE 34A, PLEASE] 


TOP TO BOTTOM 
Designer Joseph McGee, Jodelle, Inc., points to the im- 
portance of sandalized silhouettes. 


Ruth Harrington, Boot and Shoe Recorder, disagrees that 
open toes are necessarily bad taste, and holds that “a touch 
of hussy” is often desirable in volume shoe merchandising. 


Retailer Albert Wachenheim, Imperial Shoe Store, holds 


that Lastex leathers have important future in high grade shoes. 
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CONFERENCE Surveys the 


Economic Aspects of the Industry's Present Situation, Outlook for the 
Immediate Future and Long Term Prospects Are Viewed from Various 
Angles on Opening Day 


TO paint a fashion picture for Spring, it is first neces- 
sary to sketch in the background, to have some guiding 
scheme of line and color that will serve, in a measure 
at least, to direct the form and substance of the finished 
project. 

The opening session of the Style Conference of the 
National Shoe Retailers Association, on Thursday 


L. E. Langston, 
Executive Vice- 
President of Na- 
tional Shoe Re- 
tailers Association 
and General 
Chairman of Style 
Conference. 





morning, Sept. 9, at the Waldorf-Astoria, New York, 
did precisely that. It summoned speakers, acknowl- 
edged to be experts in their various fields, to discuss 
those fundamentals that must of necessity affect the 
trend of fashion, as a prelude to the meetings of the 
several style committees, individually charged with the 
responsibility of preparing a style program for men’s, 
women’s and children’s shoes. 

So well balanced was this opening conference pro- 
gram that those who attended the session went their 
several ways with a much clearer perspective than they 
possibly could have had before, as to what is likely 
to happen between now and the beginning of another 
selling season with regard to prices, color trends and 
patterns, fashion apparel developments, everything in 
fact that may have a bearing on the coming styles in 
shoes. 

Moreover, the meeting gave a sense of stability to 
[TURN TO PAGE 38, PLEASE] 


President of the 
N.S.R.A., who 
stressed the grow- 
ing importance of 
the style confer- 
ence in his intro- 
ductory speech. 


Conference Most Important Activity, 
Says Louis F. Tuftly 





THIS semi-annual Style Conference, under the spon- 
sorship of The National Shoe Retailers Association, we 
consider the most important activity in the shoe and 
leather industry, and we wish to emphasize the im- 
portance of your active participation in the meetings. 
You need not be a member of The National Shoe 
Retailers Association to take part in our style meet- 
ings. We, of the NSRA, want you to be entirely 
comfortable and unrestrained. You are invited here 
today and tomorrow as our guests. Maybe the time 
is not far distant when admittance will be granted 
only to those who hold membership in the NSRA, or 
to those who pay a very sizable admittance fee; but 
today, no such regulation is in effect. All we ask of 
you is that you be willing to exchange ideas with us. 
There has been some complaint in the past that a 
number of retailers who have access to advance style 
information, and whose opinion in such matters is 
respected and sought for by retailers throughout the 
country, simply attend these meetings to absorb what 
information they happen not to possess, or to confirm 
what they already believe, without contributing any- 
thing of value to the meeting. While we are not foolish 
enough to expect these people to reveal to us their full 
[TURN TO PAGE 38, PLEASE] 
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SPRING STYLE BACKGROUND 


Leather Situation Comes in for Keen Analysis from Fashion and Price 
Angles as Tanners Show Spring Colors—Paris Influence Studied for 
Effect on Shoes 


Short and Long Term View of Prices 
by Merrill A. Watson 


THERE are two influences affecting prices of shoes 
and leather today. The first is the short term influence. 
It involves the actual as well as sentimental results of 
speculative maneuvering; of attempts to beat price in- 
creases by forward covering during the six-month 
period ending about April 1. The second is the long 
term price trend due to business recovery, expansion 
in shoe demand, and unusual developments in the 
hide and skin supplies during the past few years with 
which all of you are familiar. Personally, I should 
rather hear this subject discussed by a shoe manufac- 
turer or retailer, for what is important in the short 
term outlook is the present situation in shoes; that is 
sales and stocks on hand. 

From this point of view, we might say that we have 
had too hearty a dinner, and are suffering from indi- 
gestion. There are no signs that it will be acute. Sharp 
increases in all commodity prices took place last Fall, 


Conceding that 
the shoe industry 
suffers from in- 
digestion at the 
m t, T 8 
Council Executive 
sees no signs that 
it will become 
acute. 








when it appeared for a time that general demand for 
goods would outrun supply. Hide and skin prices 
were no exception. Because of the reduction in do- 
mestic supplies of drought hides and skins, and an 
increasing demand both here and abroad, these in- 
[TURN TO PAGE 38, PLEASE] 





Chairman of 
Color Committee 
of the Tanners 
Council Explains 
the Significance 
of Basic Leather 
Colors Chosen for 
the coming 
Spring. 





Blue Looks Best Among Spring Colors 
George H. Mealley Reports 


IN selecting colors for the Spring of 1938, the Color 
Committee changed from their usual procedure and 
only selected basic colors which will undoubtedly be 
the backgrond of the shoe business for next Spring. 

It is usual to select high fashion colors at the same 
meeting when basic colors are considered, but due to 
rapid changes in high fashions, it was not deemed 
wise to select colors which would be high-fashion at 
our meeting in July and expect these high-fashion 
shades to survive with any degree of certainty until 
next Spring. 

It has become usual for new shades to be promoted 
by various retail fashion authorities, but it is rare for 
these promotion colors to have sufficient basic founda- 
tion to survive for any great length of time so we will 
undoubtedly have these new colors developed from 
time to time, but they will have very little bearing on 
the value of the shades which we have selected as back- 
ground of the shoe business for next Spring. 

It is our purpose within a few weeks to discuss any 
high-fashion shades which we think are sufficiently 
important to be presented to the industry. All the 
colors which I will mention are the ones we consider 
safe and which will carry through to the Spring. These 

[TURN TO PAGE 43, PLEASE} 
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THE TANNER, 
A Man of World 


A picture of the operating personnel of 
the Tanners’ Council of America, ine.. 
which has merited honorable recognition 
by the American Trade Association ex- 


ecutices award for two successive years 


The office staff of the Tanners’ Council whu. 
after several years of work with the organize 
tion, are necessary factors to insure the smooth- 
running of office work detail. 







Merrill A. Watson, executive vice-president of 
the Tanners’ Council who coordinates world 
market facts to fit the economic situation of 
the American leather industry and whose pres- 
entation before trade gatherings dignifies the 
eraft and directs ite thinking. 











J. Louis Nelson, secretary of the Council. 
whose bid for fame is the swift, sure cer- 
tainty of performance at the semi-annual 
Official Opening of American Leathers— 
held Spring and Fall in conjunction with 
the Styles Conference. 





The 

RECORDER 
CANDID 
COMMENTATOR 
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Wide Seope Is He 


Below: Edward L. Drew, statistician of the 

Tanners’ Council—fact-finder extraordinary, 

he compiles all the figures such as prices. 

production and sales, pertaining to the shoe 
and leather industrv. 


(Right) 

Irving R. Glass, Tanners’ Council ecunumist. 

studies and compiles facts and figures re- 

garding fluctuations in the production and 

demand in the leather market—the world 
over. 


r 

r HE far-flung industry of leather, to function 
smoothly and efficiently, must be equipped at all 
times with the most accurate information, factual 
and statistical, covering all phases of the business, 
from the world-wide markets where raw materials 
are purchased to the sale of shoes and other fin- 
ished products at fitting stool or counter. Photo- 
graphs on these pages give a close-up picture of 
key members of the working organization which 
the Tanners’ Council of America maintains at 100 
Gold Street, New York, to gather and compile the 
day to day factual story of what’s doing in 

leather and shoes. 







Joseph M. Shine, director of the Hide Bureau. 
acting under the Tanners’ Hide Committee, of 
which A. M. Peirce is chairman, works with the 
committee to secure improvements in the quality. 
curing and standards of domestic hides. 
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Stick Close to Shoes and Selling 


STEADY now, steady. The zig-zag of the stock mar- 
ket has nothing to do with the sale and service of 
shoes. The Fall season at retail is off to a good start. 
The brand of weather was made for an early opening 
of the season. No “dribble” in the season, but smack 
right into it—with most of the country inclement. 

Of course, there is indecision on the part of the 
public. There always is, but not so much in shoes, be- 
cause there is a seasonal service characteristic to shoes 
for school and work in early September. 

“The shoe industry is a service industry,” was one 
of the best things said at the Styles Conference and 
we continue the paragraph by Maxey Jarman: “We 
are not just producing and selling an article of clothing 
as such, whose chief purpose is to cover the nakedness 
of the foot. It is our job to give the men, women and 
children of this country service that will protect their 
feet from the wear and tear of sidewalks or anything 
else that Mr. and Mrs. John Public wish to walk on 
or stand on. We render them a service by keeping 
their feet comfortable and healthy. We render them 
a service by giving them something that will enhance 
their appearance, and give them a feeling of confidence 
that comes from being well dressed. And we render 
them a service by giving them their money’s worth. 
The shoe industry has not been one that has produced 
big profits on the invested capital as compared with 
many other industries. Profits have been small in all 
divisions of the industry, and every company has 
sought to eliminate waste, and to improve efficiency 
in their operations—all of which means that the 
public has gotten full value for the money that 
they have spent for shoes.” 

Remember that—when somebody tries to stampede 
you into speculation outside the shoe business. The 
business man is always fascinated with rapidly moving 
prices. It is the tantalizing movement of prices that 
eggs them on. Well, for the time being, that phase of 
a bull market in stocks is over—but there is no indi- 
cation of a bear market on commodities. Don’t try to 
measure your shoe business against a stock market 
barometer, because movements of shares, bonds and 
politics can be manipulated. Wars and rumors of 
war change stock quotations nervously. Governments 


By ARTHUR BD. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


have discovered that the oldest trick in the world is 
to juggle paper dollars. 

One of the columnists told a story recently of a loan 
of a dollar to a down-and-outer at Saratoga. The man 
ran into a run of luck in a dice game and was $6,000: 
ahead when the columnist tried to drag him away 
from the table; but the run was in the fellow’s blood. 
Early the next morning the old dawn-and-outer knocked 
on the columnist’s door and said: “I had a swell time, 
but, after all, all that I lost was a dollar.” 

Keep that story in mind when they take you over 
the hurdles in the stock market, 

All the world is on a shoemaking bulge. We manu-~ 
factured 415,000,000 pairs last year, to raise the Amer- 
ican wearer's quota to better than 3.5 pairs of shoes. 
That’s an awful lot of shoes! Every other shoe manu- 
facturing country shows increased production, even 
though the ratio of consumption is very much lower 
than our own. 

The estimated world production of leather footwear 
in 1936 was 1,062,641,000 pairs. America may be 
the largest consumer of leather footwear, but make no. 
mistake about it, the world standard of living must be 
improving for shoemaking universally is increasing. 
You can’t measure leather with only one country’s 
demand. It is a steady business throughout the world 
and if business men engaged in shoes and leather and 
the ingredients that go inta footwear would continue- 
their common sense, shoes as a world-wide industry 
would do a lot to preserve the sanity of the world. 

Because we made so many shoes in the first six. 
months of this year, the feeling was expressed that 
there would be a sharp decline in shoemaking in the- 
following months. But ta the consternation of all pes- 
simists, the month of August showed approximately 
40,000,000 pairs of shoes manufactured (unofficial, 
estimate) which tops the figures of a year ago. Eight 
months, so far, for an all-time. record of shoemaking.. 

So you see, shoes are a steadying influence and may 
they long continue to be so. The best shoe months of 
the year lie ahead and the thing to. do is to keep pretty 
close to shoes, to the customer and. to, the fitting stool. 
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SERIES FOR MEN 





Half -page advertisements 
of men’s Arnold Authentics 
are appearing regularly in 
ESQUIRE. This one is in 
the October issue. 
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ARNOLD ADVERTISING IS HOOKED UP 


Dealers get results from Arnold Authentics advertising 
because every Arnold campaign is planned to do a real 
selling job for the stores that have these men’s shoes. 
Here, for instance, is a half-page Arnold Authentics ad- f 


vertisement in Esquire for October. The shoes illustrated a ™~,, 


a ~— ~», 


are all In-Stock styles, and newspaper mats are available. 





The new Arnold Authentics catalogue of men’s shoes will 


tell you the whole story. Send for a copy. 


M. N. ARNOLD SHOE COMPANY, SO. WEYMOUTH, MASS. 


ARNOLD 


Plus 


THE FAMOUS GLOVE GRIP 

















An attractive advertisement that her- 
alded the opening of a new depart- 
ment at Regenstein’s in Atlanta. 


BRETAIL shoe advertising this 
month is preoccupied mainly with 
the story of the new Fall footwear 
fashions and the promotion of col- 
legiate types, both for girls and 
young men. Year by year, ap- 
parently, the importance of college 
opening as a promotional date in 
the shoe man’s calendar is becom- 
ing more and more important. The 
reason, of course, is the fact that 
shoes, rightly styled for campus 
wear, are more important than ever 
before as accessories in the ward- 
robe of the college woman and the 
college man. With a greater variety 
of styles to choose from, they spell 
a larger opportunity for alert shoe 
stores, and stores of this class are 
quick to recognize the chance to 
increase September sales and 
profits. 

The traditional saddle oxford, 
long hailed as a college classic, 
comes in for its share of publicity, 
of course, and is featured in many 
ads. For example, Altman & Co., 
of Fifth Avenue, New York, refer 
to it in an interesting advertisement 
as “the classic shoe that is prac- 
tically standard equipment for 
school and college.” This adver- 
tisement featured 1200 pairs of 
these shoes, in two shades of brown 


and in brown and white, at a 


- 
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College Shoes and New 
Fall Fashions 
Feature September Ads 


Campus Footwear Plays a Major Part in 
Current Promotions for Men and Women 


special price of $3.95, the regular 
price being $4.45. 

But the campus footwear ads 
also play up a great variety of 
other styles and types of footwear, 
designed to meet the varied needs 
and requirements of the college 
girl. For example, Lord & Taylor, 
also of Fifth Avenue, feature two 
smart numbers at $6.95, one of 
which is described as “a skylarking 
suede ingenue, spiced with tiny 
perforations and flashes of cable 
stitching. Medium covered heel. 
Black, brown, green.” The other, 
“the new shawl oxford, perfect 
companion for your tweeds or 


casual sweaters. Comfortable built- 


up leather heel. Sturdy brown 


calf,” 
T. A. Chapman Co., Milwaukee, 


announces “Collegebred Week at 
Chapman’s,” featuring classic ties 
in Bucko, and says of them:.“Col- 
legebreds, the shoes that are prac- 








OUR GREATEST 
W v PRESENTATION 
FALL | siagiyiso 


Sonoairy 


NAA 














tically a national business and col- 
lege uniform! Buy several pairs 
... they'll pay for themselves many 
times over in solid comfort and 
smart appearance. Unlined Bucko 
in brown, black or blue.” 

And The May Company, Los- 
Angeles, says in a swagger college 
footwear ad: “Palter de Liso’s new 
oxfords are campus colleagues. . . . 
Passing all entrance requirements 
for chic . . . leather-heeled suede 
oxfords, neatly strapped. Black on 
brown, handcrafted . . . your choice 
for walking, country too . . . 16.75.” 

In a striking ad that shows seven 
interesting walking shoe patterns 
against an aviation background. 
Volk of Dallas hails the second 
anniversary of British Walkers, in- 
troduced by this store two years 
ago, and says of them: “British 
Walkers are as modern as today’s 


great sky-ships. Capturing the 
swift beauty of flight in their for. 
ward, upward sweep, British 


Walkers enter Autumn in a gust 
of fashion excitement! Introduced 
by Volk to Dallas and America a 
brief two years ago, British Walkers 
have already sky-rocketed to na- 
tional fame. Developed in the 
British manner by one of America’s. 
outstanding makers, British 
Walkers are definitely designed for 
living. You'll see them on the 
smarttest transport planes . . . on 
streamlined limiteds . . . in the 
most dashing cars. Here, you'll 
spot them about town... again, on 
important college campuses. In 
fact, they fit into any casual scene 
with assured fashion. To give you 
a hint of their diversity, we show 
you seven from most complete 
presentations of these grandest of 
all casual shoes . . . British Walkers 
. exclusive in Dallas with Volk!” 
(TURN TO PAGE 44, PLEASE] 




















BALL-BAND 


Zoos 


Smart comfort for wearers . . . Extra pair profits 
for shoe merchants . . . BALL-BAND Summer- 
ettes are a beautiful expression of the vogue in 
footwear for Spring and Summer wear. They 
are colorful—white, navy blue, rust, cardinal, 
canary, forest green, and brown in pleasing 
combinations . . . They are styleful—T-straps, 
ties, moccasin vamps, detachable Kiltie tongues 
... They fit beautifully for they are made over 
lasts developed by BALL-BAND especially for 
this type of footwear. 

BALL-BAND salesmen are now showing samples 
of these smart new shoes. You will want to see 
them before making commitments for Spring and 
Summer 1938. May we suggest that you hold 
your order until our salesman calls. 

MISHAWAKA 
- RUBBER & WOOLEN MFG. CO. 


280 Water Street, Mishawaka, Indiana 
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Careful Spring Analysis 
Features MEN’S Meeting 





W.E. Todd of the Associated Woolen Indus- 
tries addressing the men’s style committee 
meeting. Joseph Geuting, Jr., chairman, left, 
and Arthur Adler, Secretary, right, look on. 


THE Men’s Style Meeting of the Joint Styles Con- 
ference, held on Sept. 10, at the Waldorf-Astoria Hotel, 
saw an innovation in the presentation of an advance 
preliminary report. Three weeks previous to the meet- 
ing, Joseph T. Geuting, Jr., its chairman, sent out ques- 
tionnaires to leading retailers throughout the country. 
As a result, his report constituted a fairly accurate 
cross-section of what had transpired this past Spring 
‘and Summer in men’s shoe selling. The report was a 
remarkably condensed one and helped to clarify the 
thinking and the statements of the speakers and the 
open discussion of the retailers, which followed. 
Through it, Mr. Geuting was able to put up to the 
assemblage certain questions—the results of which. will 
later be incorporated into a report and issued to the 
members of the National Shoe Retailers’ Association. 
The meeting was opened with the formal presenta- 
tion of this style report, after which John Reilly of the 
Boot anD SHoe Recorper, Henry Jackson of the 
Esquire-Apparel Arts Group, William Schoeffler of 
Men’s Wear, and W. E. Todd of the Associated Wool 
Industries gave the apparel background for the ensuing 


Valuable information gathered from speeches and 


open discussion. Shoe industry complimented on early 


promotion of wardrobe idea. 


shoe discussion. Highlights of the meeting embraced 
the following: 

John Reilly forecast the probability of a new and 
heavier type of sport shoe for Spring and Summer 
promotion. Citing the performance of whites and com- 
binations during this last season, he said that it seemed 
almost a “must” that a heavier shoe be developed— 
unless retailers were willing to get behind a new and 
intensive promotion of traditional whites and com- 
binations. He then: described the trend towards Eng- 
lish custom effects and details and offered the sugges- 
tion of a promotion, stressing the great improvement 
which is being built into shoes of this type by American 
shoe manufacturers. He said that if the public had 
learned to demand British types, they should be ac- 
quainted with and informed of the superior fitting and 
shoemaking in the American execution of these British 
lasts. 

Henry Jackson then gave a resumé of the apparel 
picture abroad, with particular references to shoes seen 
in London this Summer. 


[TURN TO PAGE 34D, PLEASE] 
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The law of compensation merits recognition. To expect more than 
is given is inviting disappointment. Conversely, to give the utmost 
is to deserve the utmost. Thus it is splendid business to be sure that 
the outsoles of the men’s shoes you sell are of leather. Leather which 
will not go mushy on damp days, that will not dry out uncomfortable 
if wet, that hold their edge instead of feathering, that promote foot 


health and give the greatest possible wear per iron of thickness. 


KISTLER BENCH-BRAND 
SOLE LEATHER 


A BALANCED TANNAGE 


has qualities which, by service tests, are shown to be unsurpassed. 

Its worth as a major feature for building up your market for men’s 

shoes, reducing costs of retailing by creating repeat business, in- 

creasing the volume and value of good will, cannot be over-estimated. 

$e The scientific blending of You are justified in believing that Kistler “BENCH BRAND” Sole 

all qualities essential to Leather can be a powerful influence for greater sales and profits 
profitable shoe manufac- for you. 


turing and merchandising, 
in one super-fine brand. 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 

ls about 13% of the 
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Prior to the making of fine shoes — 
the creative work of the last designer. 
His skill is fundamental to the com- 


fort and fashion of modern footwear. 


The United Last Company, through 
its operating units in all important 
shoe centers, is constantly supplying 
this vital service — a service that is De ae ae 

THE LAST WORD 


always essential in generating pub- UNITED 


lic acceptance of smart shoes. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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vice by giving them something that 
will enhance their appearance, and 
give them a feeling of confidence that 
comes from being well dressed. And we 
render them a service by giving them 
their money’s worth. The shoe indus- 
try has not been one that has pro- 
duced big profits on the invested capi- 
tal as compared with many other in- 
dustries. Profits have been small in all 
divisions of the industry, and every 
company has sought to eliminate waste, 
and to improve efficiency in their oper- 
ations—all of which means that the 
public has gotten full value for the 
money that they have spent for shoes. 


Fine Workmanship on Shoes 


Just compare the workmanship and 
intricate design of a pair of shoes with 
most any other article of clothing—and 
cemember there have to be two shoes 
to every pair—and the labor that has 
to be put on them must be skillful 
and well experienced. In the shoe store, 
the customer requires more service on 
shoes than most any other article of 
clothing. His foot must be accurately 
fitted. And that requires considerable 
experience, a great deal of care, and 
a stock large enough to supply the cus- 
tomer’s idea of style, and the size and 
width needed to fit his foot. It is a 
credit to the industry that it has 
realized that it is a service industry, 
and that it has set about constantly 
striving to improve the service ren- 
dered to the public—to improve it by 
eliminating waste in the industry, by 
studying how better to fit feet and how 
to make shoes that will fit feet, and 
by studying styling for smarter and 
more harmonious appearance. 


The Progress of Design 


The designing of shoes has certainly 
developed in recent years. We in the 
industry are probably so close to it 
that we do not realize the job that we 
have done in educating customers to 
be more shoe-conscious. A remarkable 
job has been done in getting customers 
to select their shoes for the occasion, 
and to select shoes to harmonize with 
their clothes. Such progress in shoe 
designing and in educating customers 
to be shoe-conscious has played a real 
part in the accomplishments of the in- 
dustry. But here in all of these things 
we have an answer to the success that 
the shoe industry has had. It has 
found out how to better serve the pub- 
lic, and the public has rewarded the 
industry by buying more shoes than 
ever before. 

If you have never done so before, be 
sure at the first opportunity to examine 
the collection of shoes that the United 
Shoe Machinery Corporation has 
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Shoes to Hit Billion Dollar Mark 


[CONTINUED FROM PAGE 18] 


gathered together. These shoes go back 
a good many years and are gathered 
from various parts of the world. It is 
truly amazing to see the progress that 
has been made in shoe construction. In 
looking at these shoes we wonder how 
men and women walked in them at all, 
and yet at the time they were con- 
sidered very fine. 


Contribution of Shoe Machinery 


Shoe machinery has played a big 
part in the development and improve- 
ment of shoemaking. The invention of 
the various types of shoemaking ma- 
chinery, the invention of the sewing 
machine, and the improvement of these 
machines has made possible an enor- 
mously increased quantity of shoes for 
the American people at much lower 
cost, and of greatly improved quality. 
Machine shoemaking has practically 
all developed in the last 75 years, and 
during that period there has without 
a doubt been more progress in the 
shoe industry than in the thousands 
of years prior to that time. Although 
the introduction of machinery has 
made it possible to produce shoes with 
much less labor, still there are many 
more people employed in the shoe in- 
dustry than formerly. The shoes are 
better and lower priced, and thus the 
development of machinery is due credit 
for a real benefit that it has brought 
to our country in making it possible 
for the industry to render more service 
and at the same time to employ more 
people and pay higher wages. 

The development of last making has 
been of extreme importance, providing 
better fitting shoes and more standard 
shoes. A good many years ago in this 
country standard last measurements 
were developed and adopted. They re- 
main in effect today, avoiding con- 
fusion and providing standard shoe 
sizes. New types of lasts have been 
brought out from time to time to take 
care of the special conditions. From a 
style standpoint, lasts have been de- 
veloped to meet changing conditions 
with as much comfort as possible. 


Development in Leathers 


The shoe industry cannot boast of its 
achievements without giving due credit 
to the leather industry. Leather has 
been used for many thousands of years, 
but there have been improvements in 
the tanning of leather in recent years 
that have made possible better shoes 
both from an appearance standpoint 
and from a wear standpoint. The re- 
search departments in many tanneries 
have certainly contributed to the de- 
velopment of the tanning industry. 
New processes of tanning have pro- 


duced leathers that have changed shoe- 
making. 

Colored leathers have been developed 
to a greater degree than ever before. 
The art of finishing leather has im- 
proved the mellowness, feel and texture 
of the leathers that are used in shoes 
today. A visit to the exhibition that the 
tanners are now putting on will show 
the beautiful leathers that they have 
developed. Furthermore, this very 
meeting is a part of the effort that the 
tanners have made to work closely 
with manufacturers and retailers in 
order to provide the sort of leather that 
the American shoe wearer wants today. 
Truly the tanner has shared in a splen- 
did way in the achievements of the 
shoe industry. 


Improvements in Retailing 


The records that have been estab- 
lished in the shoe industry could not 
have been achieved without the work 
that the retailer has done. Retail sales- 
men have made tremendous strides in 
fitting feet—first because they had 
available sizes and widths with which 
to fit feet; and second, because they 
have studied and paid attention to the 
principles of proper foot fitting. There 
is still much to be accomplished in this 
direction, but certainly this is one of 
the real achievements in the industry, 
that the retail salesman has become 
more and more impressed with the 
importance and the necessity of serv- 
ing his customer, giving his customer 
a shoe that will fit his foot, helping him 
to select the style that he should have, 
and giving him the type of shoe that 
best suits his situation. 

There are two conditions in our in- 
dustry that seem to me to be respon- 
sible for many of these achievements. 
These two things are competition and 
cooperation. At first they seem opposed 
to each other, but each in its own 
field has been responsible for much 
progress. i 

There has been no monopoly in the 
shoe industry, and if there had been 
monopoly, there would not have been 
the achievements that we have been talk- 
ing about. The industry has not been 
dominated by any three or four or 
half dozen large companies, New enter- 
prises have started, both in the manu- 
facturing and retailing ends, and have 
prospered. There has been stiff com- 
petition. Not one of us can afford to 
rest on our oars at any time, and we 
should be glad of that fact. It has made 
for progress in the industry—it has 
kept us using our abilities to the ut- 
most—it has kept us striving to outdo 
our competitors by improvements in our 
methods, in our shoemaking, in our ser- 
vice, and improvements in our values. 
We need [TURN TO PAGE 40, PLEASE] 
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Expert Testimony On Shoe Styles For Spring 


[CONTINUED FROM PAGE 21] 


color testimony was limited to a few brief points. 
Black and navy shoes, it was pointed out, would again 
lead the parade, with all present warned to watch out 
for brown. No attempt was made to forecast what the 
outstanding promotional colors would be at this point. 
Retailers were urged to have more initiative about push- 
ing their own highlight colors for extra pair sales, 
instead of waiting to follow a few leaders, as happened 
so notably last Spring. 


Patterns on Trial 

Pattern discussion opened with a friendly back-and- 
forth discussion on the open-toe question between 
Eleanor Scully, Vogue, and Ruth Harrington, Boot 
AND SHOE RECORDER. Miss Scully reiterated Vogue’s 
stand of last Spring that the open toe for the street 
was bad taste and should not be encouraged. Miss 
Harrington brought out that a dash of spice was part 
and parcel of today’s fashion picture. She quoted Rhea 
Nichols of Allied Kid as saying “that there was a bit 
of hussy in all of us.* She mentioned that enough 
smart women had worn open-toed shoes to make them 
accepted as good taste. She held that most all the most 
successful novelty fashions were frankly attention- 
getters. ; 

Miss Scully made the point that many women wore 
open toes because they could get nothing else, and it 
was agreed that many stores had over-emphasized this 
fashion. Opinion on the open heel was predominantly 
unfavorable. 

Albert Wachenheim, in summing up the open toe 
discussion, pointed out that many women with narrow 
or flexible feet could not be satisfactorily fitted in this 
type of shoe. He warned against over-exploitation in 
better shoes for the coming season, although conceding 
that they would continue as a popular fashion, par- 
ticularly as a warm weather choice. Mr. Wachenheim 
then asked the examiners their opinion of soft toe 
types, and their importance as a new development was 
emphasized. 

Specific information on pattern developments for 
Spring, as given by Harland Wright, Wright & Kerri- 
gan; Joseph McGee, Jodelle; Lillian Cook, Allied 
Kid, and Dorothy Lovatt, Women’s Wear, made the 
following points: 

The pump was highlighted, with raised throat and 
buckle treatments emphasized. But retailers were 
cautioned against playing the pump too prominently, 
as it might tend to limit extra pair sales, the pump 
being so adaptable to many costumes. 

Sandals were expected to dominate, affecting all 


pattern types. The high line to continue in this, but 
not necessarily the high front, there being so many 
new ways to achieve the high instep effect, particularly 
with new strap and lace adjustments. Openings used 
on top of vamp were emphasized, to give a lacy, latticy 
look to instep. Rather fewer rugged oxford types were 
indicated, except for occasion shoes to go with strictly 
country clothes. 
Last Witnesses 

Miss Lovatt, Women’s Wear, when asked to identify 
certain novelty lasts held that these odd shapes were no 
longer so important in street wear, but were reverting 
to their proper place for occasion types. The Turkish 
toe to the boudoir, for instance, the walled last and 
square toe to the sports shoe field. Hidden construc- 
tion she held to be more significant than novelty outline. 

Ruth Kerr, Calfskin Tanners, amplified this state- 
ment. She testified that heel construction was coming 
in for special attention, with various spooned and 
cupped constructions being developed. The last of the 
future, she said, would have subtle, almost impercepti- 
ble, walling in the toe, special coupling, and a shank 
raised and rigid on the outside, flexible on the inner 
side. 

Considerable time was devoted to the discussion of 
heel heights, with Miss Niclas, Miss Lyman, Miss 
Jeanne Lombard, Cavendish Trading Corporation, 
all contributing their opinion under the special ex- 
amination of officer Pauline Morgan, Amalgamated 
Leather Co. The purpose of this was to impress upon 
retailers the importance of giving women a variety of 
heel heights and not playing the new extremely high 
heels to the exclusion of others for the coming season. 
As Miss Lyman expressed it, high heels are feminine 
and flattering, but low heels give a woman a youthful 
walk, and youth is the spirit of the times. It is all a 
matter of the right heel for the right occasion, and the 
high, low, and medium heel are all needed. 


Conclusions 

In winding up the meeting, Miss Nichols made three 
salient points: the expediency of working closer to a 
selling season and offering more new fashions at 
shorter intervals; the danger of riding one horse to 
death by over-emphasizing only one pattern or mate- 
rial; the importance of consumer education in what 
shoe quality means. Miss Kerr gave the last word in 
urging the retailers to adopt their findings to their own 
special needs and to pick from the broad fashion selec- 
tion for the coming season those particular fashions 
which fitted their customers’ feet, tastes, and purses! 
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in shades of gold and red- 
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grain background. 
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CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or oval base-burnished 

; color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 


Supplied with annual services. 
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DISPLAY CARD SAMPLES, HARMONIZING TICKETS 


and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) — 


ATTRACTIVE HAND LETTERED PRICE TICKETS 3 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $!.10—12 dozen, $2.00 


WITH STORE NAME: 


100 tickets, $3.00—200, $6.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 


Pouy Cue 


for Price Tickets 


Natural View 
SHOE HOLDER 














for Price Tickets — Adjustable 
—Tilt at any angle. 


Recorder Stock Record 


for shoe cartons. Cyclone clips 
included: 
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Natural View Shoe Holder 


To display shoes as the wearer 
will I sceus lly see them on his 








Polly Clips 





Tickets 


































BOOT AND SHOE RECORDER, ‘September 18, 1937 


FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
orenn ae: Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
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ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


CARD 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 
EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 
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PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. ‘ 
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STREET 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c¢ per fifty, additional. 
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“j”*: White board. «tp: “xX”: Shell pink 
Design in two shades Design in sea erece, board. Design in 
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Please enter our order for 


the Recorder “Selling Mes- 
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TEMBER, continuing monthly 
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PASS YOU BY! 


DON’T LET THEM 


BOOST 
SALES NOW- 
WITH A 


ZOURI 


. STORE FRONT 








New ZOURI Store Fronts are stimula- 
ting profitable business for merchants in every line 
in cities, towns, and villages throughout the nation. 
No matter how large or small your business may 
be, an effective new ZOURI Store Front can be 
planned to fit your special requirements. 

The ZOURI dealer in your city will be glad to 
discuss your new front with you and your archi- 
tect. Act now to protect or improve your compet- 
itive position. 

GLASS PROTECTION 
The new ZOURI Extruded sash and bars, as well as the fo- 
mous rolled Safety Key-set Sash, provide a firm, cushion grip 
on plate glass, preventing looseness or rigidity. This highly 
important feature means maximum protection against the 
danger, y and expense of glass breakage. 

ZOURI furnishes rustiess metal doors, sign letters, special 
mouldings and ornaments, and a complete line of stock store 


front construction in both rolled and extruded (heavy) metal. 
See the ZOURI dealer for further information, or write ZOURI 


STORE FRONTS, NILES, MICHIGAN. 





WRITE FOR FREE PORTFOLIO 
OF ZOURI STORE FRONTS 
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Zouri Store Fronts § 
Niles, Michigan 


Send free copy of the Port- 5 
folio of Zouri Store Fronts. 
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Careful Spring Analysis 
Features Men’s Meeting 


[CONTINUED FROM PAGE 30] 


William Schoeffler gave the highlights of a survey 
which his group has just made. Unfortunately a com- 
plete analysis was not available so figures were with- 
held. Mr. Schoeffler said that because of the increased 
cutting of tropical worsteds he felt that a light-appear- 
ing but sturdy type of shoe should be developed for 
wear with these materials next Spring and Summer. 

W. E. Todd complimented the shoe industry on the 
fact that it had been promoting a shoe wardrobe idea 
for as many as six years—while the wool industries 
were just beginning to stress this idea now. He said 
that he hoped that consumption in apparel lines could 
be built up as successfully around the wardrobe idea 
as it had been in shoes and leather. This seemed to 
come as a bit of a surprise to the retailers assembled. 
It is refreshing to hear that the shoe industry is a 
leader in this school of thought after the indictments 
that it has had from previous speakers at these meet- 
ings, in the past. 

Arthur D. Anderson, editor of the Boot anp SHOE 
Recorper, told of the ideals and accomplishments of 
National Men’s Shoe Week and said that possibly the 
date may have been a bit early for some of the retailers; 
but that now this promotional machinery had been set 
up, there was no reason why it couldn’t be geared to 
fit the more definite needs of the retailers in the Na- 
tional Shoe Retailers’ Association and its various sub- 
divisions. : 

There followed an open discussion on the part of 
retailers and manufacturers. During the course of this 
open forum, George Hess deplored the fact that it was 
necessary to seek a new promotional type to take the 
place of whites and combinations when, he said, he felt 
that this was still a very lucrative part of the Summer 
business and that with but very little promotion it 
could be made to bear fruit next Summer. He ques- 
tioned the fashion authorities about just how far the 
style leaders at fashionable sporting events had ceased 
to wear whites and combination shoes. 

Grey came in for its share of the discussion and 
among both volume manufacturers and retailers it was 
frankly admitted that grey leathers, which have not 
been given much consideration as a style factor in the 
last year, had met with very definite success, and that 
there were hopes for its further promotion in the 
Spring. 

Reversed leathers were discussed with varying 
opinions as to their decreasing popularity. Although 
reversed leathers were supposed to have had their 
original inception in the extremely high-grade shoes. 

[TURN TO PAGE 41, PLEASE] 
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Children’s Committee Holds 


Interesting Session 


THE meeting of the Children’s Style Committee at 
last week’s Style Conference of the National Shoe Re- 
tailers Association, held in the Waldorf-Astoria Hotel 
in New York, was both interesting and illuminating 
from the standpoint of discussion and results. 

John H. Downey, chairman of the committee, in 
opening the session, felt that time would be gained 
for general discussion by first considering the style 
trend in the various classifications. Considerable atten- 
tion was given to this feature of the meeting, which 
will be included in the committee’s report. 

Following this, Mrs. Mary B. Finley, daughter of 
Stephen J. Brouwer, well-known Milwaukee shoe man 
and herself an authority on children’s shoe fitting, dis- 
cussed various angles of the children’s shoe business 
most comprehensively. She pointed out the importance 
to the child of correctly-designed and correctly-fitted 
shoes, accenting the latter feature particularly with an 
account of a survey conducted among children in Mil- 
waukee of pre-school age. The findings of this survey 
were reported. 

Arthur D. Anderson, editor of BooT AND~ SHOE 
REcoRDER, drew attention to the enormous volume of 
juvenile footwear sold by the “over-the-counter” meth- 
od, in other words, shoes bought without preliminary 
try-on and most frequently without even the presence 
of the child. He pointed out that this condition, par- 
ticularly as it is found growing in chain variety stores 
where the shoes, so far as value is concerned, are ex- 
cellent, is making serious inroads into the children’s 
business of the retail shoe store at the present time 


and unless counteracted, is likely to increase. 
In the general discussion following these two talks, 


the fact was accented that retail merchants should 
devote a great deal of attention to stressing the im- 
portance of correct fit, something that is obviously 
impossible without the presence of the child. 

Another active point in the discussion concerned 
itself with shoes of 8/8 heel height in the modern miss 
division. Many retailers. present recalled from ex- 
perience that while it was quite easy to follow women’s 
style trends in this 344-6 run in the 10/8 and 14/8 
heel heights, it was almost impossible to find really 
styled shoes in an 8/8 height, and it was the unanimous 
opinion of the committee that a strong demand for 
such shoes in these lower heels exist. Departing 
somewhat from the usual procedure and addressing 
manufacturers directly, the report will urge these 
manufacturers to make a stronger showing of low-heel, 
modern miss shoes in the sample lines they will present 


* 


for the Spring season. 
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re Tue SHOE STORE COWBD 


Replace that wild and woolly spindle of 
string with a National Package Sealer. 
Substitute slow bundling methods with the 
packaging efficiency customers expect in 
their shoe store. 


There’s a distinctly modern appearance 
about a National Package Sealer. An at- 
tractive gleaming metal case harmonizes 
with modern store fixtures. The tape and 
water-well are concealed — protected from 
dust and dirt. It’s built for years of service 
without getting out of order. 


TAPAK -— For the same reason food prod- 
ucts are put in sealed containers, Itstix Tape 
is packed in the patented Tapak container 
(orange color). Each coilisindividually pro. 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made. . . . Yardage, weight and strength are 
guaranteed. Fresh Itstix Tape attractively 
printed is ising at very small cost. 
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THE 
LEATHER PIT 


An 
INDUSTRY 
On 


Photo by Atlantic Publishers Service 


AMERICAN leathers from skins collected the world over, covering every animal, 
tannable and usable for the foot dress of men, women and children. Wall Street has 
its Stock Exchange, Chicago its Wheat Pit, the Shoe Industry its Leather Salon—all 
prime sources for market activity. 


LA LtL pt tpt 202 777.7.0 0———E— 


The leather world puts its best foot foremost in early September so that American 
men, women and children might have new shoes for a new and better year—1938. 
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An Earthy New Color for Immediate Promotion 


LUN GD AL 


In Vode Doeskin, No. 


407 


Each season, a dominant color rises to vie with classic 
black, brown and navy for promotional honors. 
Now it is Congo Rust, a warm, mellow tone that 
lends piquance to black, contrasts pleasantly with 
green, grey or navy, and blends with the brown of 
autumn furs. In Vode Doeskin it is the color of 
the moment. Order now for immediate delivery. 












“Uj 
Yy 








YY 
Witz: 












iti ttt(/) 
MJ 


YM: 









“jp, 
Ye 


We 


YY 


Yj 
GMM db 


YMA 








Yj 


























E@E@@EE@E@E@EEqEE@E@@EE@q@@EEEEqqEqEqEqEqEEEEEEEEEllt-EECE@E@E@E@@E@@EAE@@EEEEEECEEEEEEEEEEEEEEL 






We 


STAM ARD: KD DIVISION 







: ALLIED KID COMPANY : 
209 South Street, Boston, Massachusetts 

















ee 


: 





~~ 


Page 38 


~ 


BOOT AND SHOE RECORDER, September 18, 1937 





Conferenee Surveys Spring Style Background 


the Style Conference, and to the Show- 
ing of Spring Leathers by the Tanners 
Council which was held in conjunction 
with it, that otherwise might in some 
measure have been lacking. To hear 
men like Maxey Jarman and Merrill 
Watson discuss the past accomplish- 
ments of the industry and the long 
term outlook for the future was to 
gain a sense of proportion that could 
hardly fail to give birth to increased 
confidence and enthusiasm. To listen to 
the intelligent style analyses of 
speakers like Joseph T. Geuting, Jr. 
(whose address will be published in 
next week’s issue of BooT AND SHOE 
RECORDER), George H. Mealley and 
Miss Helen Cornelius was to gather a 
much clearer perception of the probable 
future trend of fashion and to see 
style as an orderly progression rather 


[CONTINUED FROM PAGE 22] 


than a chaotic confusion, lacking rhyme 
or reason. Possibly this clearer vision 
of the future, and the sense of stability 
that came of it, may prove the most 
important contribution of all by this 
particular style conference to this 
“billion dollar industry.” 

L. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers 
Association, opened the conference ses- 
sion Thursday morning, on the Star- 
light Roof of the Waldorf. He intro- 
duced the six speakers, beginning with 
Louis F. Tuffly, of Houston, Tex., 
president of the N.S.R.A., whose topic 
was “The growing importance of the 
Style Conference.” He was followed 
in turn by Merrill A. Watson, execu- 
tive vice-president of the Tanners Coun- 
cil of America, “What About Prices?” 
Maxey Jarman, president of the Gen- 


eral ‘Shoe Corporation of Nashville, 
Tenn., and chairman of the National 
Shoe Fair, “Achievements in the Amer- 
ican Shoe Industry”; George H. Meal- 
ley, chairman of the Color Committee 
of the Tanners Council of America, 
“Shoe Color Selections for Spring and 
Summer, 1938”; Joseph T. Geuting, 
Jr., chairman of the Men’s Style Com- 
mittee of the N.S.R.A., “Men’s Shoe 
Fashions and Their Economic Aspect,” 
and Miss Helen Cornelius, associate edi- 
tor and director of fashion services, 


Harper’s Bazar, “The Handwriting on - 


the Wall.” The address of Miss Cor- 
nelius was illustrated by colored pic- 
tures, thrown on a screen by a new 
type of projector, showing recent de- 
velopments in Paris fashions, includ- 
ing footwear, which formed the prin- 
cipal theme of her talk. 





Industry’s Most 
Important Activity 
[CONTINUED FROM PAGE 22] 


program for next season’s styling, they 
should at least be willing, when called 
upon, to give us some idea of general 
trends as they see them. After all, no 
small group of large operators is really 
large enough to influence, to any ap- 
preciable extent, public acceptance of 
a style idea, or color, that they may 
seek to promote. In the final analysis, 
they must have the support of the 
smaller retailers scattered throughout 
the key cities, and I earnestly solicit 
these men, whose style leadership may 
choose to follow, to exchange in some 
measure opinions with us. So in our 
discussions, I hope an exchange of 
opinions will be obtained, from which 
a mature and sound consensus can be 
based, helpful for all. 


Short and Long Term 
View of Prices 


[CONTINUED FROM PAGE 23] 


creases were simply a return to the 
long delayed normal price level. These 
price developments started a familiar 
cycle. Manufacturers of shoes rushed 
to cover their leather requirements as 
far ahead as possible. It is difficult to 
make a precise estimate of the extent 
of this speculative buying. We do know 
that orders for leather which could 
only be consumed over a period of 4, 
6, and 8 months were placed in one 
month. As soon as shoe manufacturers 
had covered their leather requirements 
and protected themselves against price 
increases, they were out of the market. 

Retailers, too, were speculating on 
the future and placing orders far in 


advance. As a result, shoe production 
during the first six months of 1937 
was running at a rate 100 million pairs 
greater than in 1929. Part of this ex- 
pansion was based on anticipation and 
forward covering. Eventually it had 
to come to an end. Production began 
to slow up in May. At the present 
time, it is running 2 to 4 million pairs 
a month below a year ago. This cur- 
tailment appears sufficient to correct 
any maladjustment created by over- 
stimulated production. Yet I want to 
emphasize that despite the reduction, 
output in the last 6 months will ex- 
ceed every year with the exception of 
1936. That is hardly a_ pessimistic 
picture. 

Needless to say, our financial gains 
from anticipation and forward cover- 
ing were largely fancied, as the real 
benefits were passed on to consumers 
in the form of old prices. 

When everyone had protected him- 
self against the price rise, sentiment 
turned in the opposite direction. 

But let us see if pessimism is war- 
ranted. During the last two or three 
months, the percentage increases in 
sales reported over a year ago have 
been tapering off. However, the shoe 
industry must become realistic. We 
cannot hope to show increases in shoe 
sales of from 15 to 35 per cent every 
month. Such increases have repre- 
sented mainly the filling of the vacuum 
created by the depression. We have 
now returned to a prosperity level of 
shoe consumption. On this basis, we 
must be content with only modest 
gains in shoe consumption. 

Nevertheless, shoe sales during the 
remainder of the year should show 
modest increases and establish a new 
all time record for the year as a whole. 
National income will probably be 12 
per cent greater than in 1936. Early 
reports on August sales, when retail 
trade was supposed to be in the dol- 


drums, are showing increases of 8 per 
cent to 16 per cent. In view of sales 
gains for the year to date, it would 
seem that the effects of higher prices 
on consumption have been exaggerated. 

So much for the short term view. 
What have been the recent changes in 
basic supply and demand factors which 
determine long time hide and skin price 
trends? Most of you are familiar with 
the fact that the trend of hide prices 
has been slowly upward since 1932, 
when prices reached all time lows. The 
excess supplies of raw material during 
the drought of 1934 halted this rise. It 
began again, however, as these supplies 
were gradually liquidated. Total visi- 
ble stocks today represent about 7% 
months’ supply at the rate of current 
leather sales, as compared with 9% 
in 1929 and about 8 months’ supply in 
1927, just at the beginning of an up- 
ward price cycle. This does not imply 
that there is a hide scarcity today, or 
that a similar price movement will 
occur, but that such reductions in sup- 
plies as have been taking place during 
the last few years are no longer pos- 
sible. 

Of course, fluctuations in hide and 
skin prices are always going to exist. 
But if our supply situation is healthy, 
our basic price structure is sound. 

Naturally, there is danger during 
such a period of underdoing what we 
overdid a few months ago. To handle 
our present volume of retail business 
properly to provide adequate service 
for consumers, we require adequate 
stocks. Just as we crammed several 
months’ purchases into one month, we 
delay reordering until the last minute, 
hoping to buy a little cheaper. A pol- 
icy of delay in reordering now may 
well lead to another period of boiling 
markets with everyone attempting to 
cover at the same time. This is par- 
ticularly true in a period when war 
scares may touch off inventory buying. 
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NATIONAL NEWS 





Shoe Prices Lower than Living Cost 





Footwear Has Not Kept Pace with Rising Prices in Other 
Necessities, National Shoe Retailers Association Maintains 


NEw York—Retail shoe prices have 
not risen as high or as fast as_ the 


general cost of living, according to-a- 


statement issued by the Publicity Com- 
mittee of the National Shoe Retailers 
Association. Consumers, as a result, 
have been and are still able to get 
more value for their dollars in their 
shoe purchases than in all the com- 
bined items entering into the cost of 
living. 

The preliminary index for the July, 
1937, cost of living is 89 per cent of 
the 1929 average, the statement points 
out. Shoe prices in July, however, 
were only about 83 per cent of the 1929 
average, according to the Fairchild 
index. The low points of both indexes 
were reached in the early months of 
1933 when the cost of living index fell 
to 71.5 and shoe prices to 70.5. The 
rise in shoe prices since that time has 
amounted to 18 per cent while the in- 
crease in the total cost of living has 
been more than 24 per cent. 

The first rise to take place in the 
general price level occurred toward the 
middle of 1933 when all markets moved 
up abruptly. The cost of living obvi- 
ously also moved to sharply higher 
levels. After this first readjustment, 
however, the price of shoes showed 
little or no change for almost three 
years and it wasn’t until November, 
1936, that these prices reached 80 on 
the index. The cost of living, on the 
cther hand, continued to rise almost 
constantly and passed the 80 per cent 
mark as far back as the Summer of 
1934. The spread between shoe prices 
and the cost of living has, therefore, 
been widening for several years. It has 
only been in the past six or eight 
months that shoe prices began to tend 
in the direction of the cost of living. 

“The individual consumer, in 1937, 
will buy more pairs of shoes than in 
any other year on record,” said an- 
other publicity release by the associa- 
tion, “In 1936, when shoe consumption 
reached the record high level of 3.15 








DATES TO REMEMBER 


Annual Convention National Indus- 
trial Stores Association, William 
Penn Hotel, Pittsburgh, Pa. 

Sept. 20, 21, 22, 1937 

Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

Sept. 27, 28, 1937 

New York State Shoe Retailers Asso- 
ciation, 19th Annual Convention, 
Hotel Ten Eyck, Albany, N. Y. 

Oct. 3, 4, 5, 1937 

Spring Style Opening Shoe Fashion 
Guild of America, Hotel Biltmore, 
New York ........... Nov. 1, 2, 3, 1937 


National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill. .......... Jan. 3, 4, 5, 6, 1938 
Northwestern Shoe Retailers Regional 
Association Annual Convention-Ex- 
position, Hotel Radisson, Minnea- 
polis, Minn. ....Jan. 9, 16, 11, 12, 1938 
Joint Convention and_ Exhibition 
Southwestern Shoe Travelers Asso- 
ciation and Texas Shoe Retailers 
Association, Fort Worth, Texas 
Jan. 9, 10, 11, 12, 1938 
Middle Atlantic Shoe Retailers Asso- 
ciation’ Annual Convention, Ben- 
jamin Franklin Hotel, Philadelphia, 
NN ae ich eici's ig Sa Jan. 16, 17, 18, 19, 1938 
Indiana Shoe Travelers Association, 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 
Jan. 16, 17, 18, 1938 
Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 





pairs per capita, it was believed by 
many that the peak had probably been 
reached. Continued low prices for shoes 
and a constantly increasing level of 
consumer income have, however, raised 
per capita consumption to new heights. 
It is now estimated that 1937 will see 
the 1936 record broken and a new one 


of about 3.35 pairs substituted in its 
place. 

“In addition to low prices and a 
growth in consumer income as a cause 
of the high level of individual con- 
sumer purchasing in 1936 and 1937, 
one other factor was of undoubted im- 
portance—that of style. Over the past 
50 years the style factor has become 
of increased importance in increasing 
shoe volume. This has been primarily 
effective in women’s shoes where per 
capita consumption has always been 
considerably higher than in other types 
of shoes. In recent years, too, the 
style factor has been increasingly im- 
portant in the sale of girls’ shoes.” 





Shoe Travelers to Hold 


Stag Dinner 


New York.— The Boot and Shoe 
Travelers Association of New York 
will hold a stag dinner during the 
coming Spring Style Opening of the 
Shoe Fashion Guild of America on 
Election Night, November 2, in the 
Grand Ballroom of the Hotel Roosevelt. 

This affair, it is hoped, will be a 
repeat performance of the most suc- 
cessful affair of a like nature, held by 
the association during the last showing 
of the Shoe Fashion Guild. It will be 
an informal dinner with an exceptional 
floor show as one of the highlights of 
the evening’s entertainment program. 

Because of the success of the first 
dinner sponsored by the Boot and Shoe 
Travelers, the attendance at the com- 
ing affair will be limited to 400, so shoe 
men please note, get your reservations 
in early! 

The committee in charge of the din- 
ner consists of Tom England, chair- 
man; James T. Baker, Larry Sass, 
Harold Callahan, Mort Seaman and 
Charles Havranck. 





M. L. Dolan Named Buyer 


CoLuMBUS, OHIO—Myron L. Dolan 
has been appointed buyer for the wo- 
men’s and children’s shoe departments 
at Morehouse-Martens, local depart- 
ment store. In addition to his experi- 
ence as a buyer, Mr. Dolan is an au- 
thority on the scientific fitting of shoes. 
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MORRISON 
HOTEL 


Home of 


Clark & Madison Sts. 


Leonard Hicks 
Managing Director 








The Shoe Travelers’ Ass'n of Chicago 
CHICAGO’S SHOE CENTER 


Where the representatives of 
the Shoe Industry's leading 
Manufacturers display the sea- 
son's newest and most signifi- 
cant shoe styles each month 
for the discriminate buyer. 


Next Showing—September 27-28, 1937 
MORRISON HOTEL 


Chicago, Illinois 


THAT BUILDS AND 
HOLDS BUSINESS 


Nu-Matic Shoes are Union Made 


SALESMEN: CHOICE TERRITORIES OPEN 


Exelusively manufactured by Rohn Nu-Matie Shoe 
Mfg. Company, 512 W. Florida St.. Milwaukee, Wis. 








Note the name on the areh-brace. 
visible to = 4 customer's eye, 
therefore, a helpful selling feature. 
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Shoes to Hit Billion Dollar Mark 


competition, because competition will 
keep us on our toes in giving more 
service to the public that we serve. 
And that means better results for all 
of us. 

On the other side, cooperation has 
played an important part in the 
achievements of the industry. Not 
cooperation between competitors to fix 
prices or to arrange terms or to stay 
out of one another’s territory, or any- 
thing of that sort, but cooperation to 
further the service of the industry. 
This occasion itself is an example of 
cooperation between various divisions 
of the industry, all seeking to learn 
how we may do a better job. At this 
time leather tanners, shoe manufac- 
turers and retailers all come here to- 
gether to check notes with each other 
and try to forecast what’s going to 
happen during the next few months, 
and to get the best ideas on styles and 
style trends from the experts who are 
here. While. these tanners have all 
worked together to put on this show 
for us, they are each one of them still 
fighting to get all the business they 
can, and they won’t let up for a minute 
just because they happened to come 
here together and work in cooperation 
with the other tanners to have this 
Leather Show. 


[CONTINUED FROM PAGE 34] 


The shoe manufacturers who are 
here will meet their competitors, com- 
pare notes with them, and go out and 
fight for all the business that each one 
of them can get. Among the shoe 
manufacturers, there is a spirit of 
friendliness and helpfulness in our 
problems that is really unusual. We 
have always welcomed to our factories 
other shoe manufacturers who wanted 
to visit us, and have been glad to show 
them anything that we had, and in 
turn our people have had the oppor- 
tunity of visiting other factories. We 
have always figured that these con- 
tacts helped us at least as much as our 
visitors, in getting a new insight into 
some of the problems that we had 
before us. And so it is-with the re- 
tailers who are here from the same 
communities. 

The National Shoe Fair shows the 
important results that can be accom- 
plished by cooperation. A good many 
manufacturers and a good many re- 
tailers give generously of their time to 
hold this shoe convention. At the 
National Shoe Fair which will be held 
in Chicago next January, there will be 
represented most of the outstanding 
lines of shoes, and retailers from every 
section of the country. The Fair has 
been growing at such a rate that this 


next year it has been necessary to go 
to the largest hotel in the world—the 
Stevens Hotel in Chicago. There will 
be over 1000 display rooms to be used 
for the National Shoe Fair at the 
Stevens Hotel which means that this 
is one of the largest exhibits of this 
sort of any industry in America. There 
will be important educational features 
for the retailer who is interested in 
finding out how to do a better job. 
These shoe fairs are a source of in- 
spiration for the manufacturer and 
retailer alike. Here is an example of 
what can come from the right sort of 
cooperative effort. The businessman 
who is looking for ideas, methods of 
improving his business can, if he is 
willing to join with these cooperative 
efforts, come and get new ideas, new 
methods, new plans that will be very 
worthwhile.. 

The trade associations of the manu- 
facturers and the retailers have become 
increasingly important, and have given 
increasingly good service. We have come 
in recent years to depend increasingly 
on the manufacturers’ association and 
the retailers’ association for services 
that we were not able to get before. 

[TURN TO PAGE 46, PLEASE] 
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Careful Spring Analysis Features Men’s Meeting 


[CONTINUED FROM PAGE 340] 


Arthur Livers, in his usual crisp manner said that in 
his experience in Frank Brothers, one of the leading 
establishments on Fifth Avenue, that reversed leathers 
had never met with any degree of success. The con- 
sensus of opinion was that reversed leathers would 
continue strong, particularly in volume and in the 
correct types. Obviously it is difficult to promote these 
reversed leathers in brogue or custom effects but they 
met with considerable success in heavy blucher types 
with crepe rubber soles. 

In the discussion of lasts, it was generally conceded 
that there was a trend towards a broader, squarer fore- 
part, with obvious influences from the walled last. 


It was suggested from the floor that in promoting this 
type of last some name be found other than the 
“British” or “English” type, under which it is being 
currently promoted in general fashion releases. 

Ruth Kerr gave the tanners’ picture color and pro- 
motional analysis and later was active in the style 
discussion from the floor. 

It was generally conceded among the the retailers 
assembled that this was the most workman-like meeting 
in some time and while it might not have had the 
sparkle and the color of previous meetings, actually 
more of real value was accomplished than for some 
time. 





The Leather Situation 


PEABODY, MAss.-—More leather is be- 
ing made up into shoes this year than 
in any former year. That’s so in this 
country and around the world general- 
ly. More and more people who have 
never worn shoes are beginning to wear 
them; others who have been used to 
them all their lives are asking for bet- 
ter shoes. 

The same can be said for leather 
goods of many sorts. All around the 
world, more leather is being used, for 
ar. increasing number of purposes. 
Hides and skins are fewer on the hoof 
and in the warehouses of this country 
than for many years. This is true also 
in many foreign countries. 

As pelts cost more, leather prices are 
advancing. Theoretically, shoes should 
be higher, to cover the greater costs of 
leather, but shoes have not yet ad- 
vanced to the point that leather has. 
There have been some advances in shoe 
prices, but so far these advances have 
not affected the increasing demand for 
footwear to any noticeable extent. Nor 
have increases in shoe prices been suf- 
ficient to encourage raising more hides 
and skins; there does not seem to b2 
any possibility that they ever will be, 
for hides and skins are only a by-prod- 
uct, the animals being raised chiefly 
for food. Tanners foresee that as farm- 
ers endeavor to increase meat supplies, 
the leather business will be influenced 
in more ways than one. The conse- 
quences will of necessity extend into 
the shoe markets. 

Tanners are, generally speaking, 
preparing for relatively low supplies of 
hides and skins for another year or so, 
and are settling down to make the most 
of what they have. This means that 
they are working into néw chemical 
tannages to yield leather of stronger 





fiber which will wear longer, besides 
working on the idea of stretching the 
leather to make each 100 pounds of 
hides yield more footage for shoes or 
other goods. They are also introducing 
into their tanneries new machines and 
new methods which will reduce the 
costs of tanning and finishing hides. 

Shoe output will approach the 500,- 
000,000 mark in 1938, if the recent rate 
of gain continues. That means at least 
1,000,C00,000 feet of leather for the up- 
pers, and a corresponding quantity for 
the soles. Hides and skins are fewer 
and cost more, so the problem of the 
tanners is to satisfy an increasing de- 
mand for leather in the face of a 
smaller supply of raw stock. 


Plans Made for Annual 
Shoe Club Dinner 


NEw YoRK—Plans are being formu- 
lated now for the Shoe Club’s annual 
formal dinner and dance to be held, 
November 6, at the Hotel McAlpin. 
This affair has become a permanent fix- 
ture on the calendar of most local shoe 
and leather executives as well as many 
from out of town. 

Barney B. Kimless, chairman of the 
entertainment committee is working 
diligently toward improving last year’s 
bill of entertainment which was judged 
by all as being very fine. 





Add to Factory Space 


Derry, N. H.—The Miller Shoe Co., 
manufacturers, are erecting a new 
one-story building approximately 40 by 
60 feet in size. It will increase floor 
space sufficient to increase the number 
of employees by about 100. 


Shoe Club Entertains 
Visiting Shoe Men 


New YorkK—A gathering of about 
200 people attended the informal party 
tendered visiting shoe and leather men 
by the Shoe Club, Thursday evening, 
September 9, at the Hotel McAlpin. 
Due to the fact that this date was the 
first night of the leather show, activities 
did not commence till 10 P.M., follow- 
ing the closing of booths at the show. 

Barney B. Kimless, chairman of the 
entertainment committee, was respon- 
sible for the fine show presented. 

Leonard Friedman, president of the 
Shoe Club, welcomed the assemblage 
in a short speech. He then called upon 
Joseph Traeger to tell in a few words 
the aims and purpose of the club. 


Opens in San Francisco 


SAN FRANCISCO, CALIF. — Odello’s 
Shoe Store has been opened at 1310 
Stockton Street as a complete family 
shoe store. Nunn-Bush and Racine 
shoes for men; Edwards for children 
and Enna Jetticks for women are the 
featured lines carried. Mr. Odello has 
been in the retail shoe business in San 
Francisco for the last 17 years. This 
new store is one of the finest in the 
North Beach section of the city. 





Spillman Buying for Kahn’s 


OAKLAND, CALIF.—R. Spillman, shoe 
buyer for many years at the Capwell 
Department Store and for the last few 
years interested in the Chas. Kushins 
Shoe Store, is the new shoe buyer for 
the Kahn Department Store. The de- 


. partment is reported to be doing a 


good business this Fall. 
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Children's Shoes 
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HAND LASTED 
CHILDREN’S SHOES 
Finest Quality 


PEDICRAFT SHOES—Swanson & Ritner Sts., 
Philadelphia 
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R. J. Sawyer, inc., 2 Main St., Freeport, Me. 





i 


Men's Shoes 


ll i eR Ri ee ee ee 





o~ eeu 








4ER ARTER 
| 


GREAT 
EASTERN 


SHOE CO. 


N 





New Shoe Department Opened 
ABILENE, TExas.— Sam Shupack & 


Bros. have opened a new women’s shoe 
department in the Fifth Avenue Shop, 
173 Pine Street, here. Milton Shupack 
will manage the new department while 
his brother, Sam, supervises the Shu- 
pack & Bros. chain at Enid, Okla.; 
Amarillo, Texas; Lubbock, Texas; and 
Abilene, Texas. 

Sam Shupack, assisted by his two 
brothers, Ancil and Mort, has his head- 
quarters in the Paramount Building in 
Amarillo. 


~ 
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Wright Arch Preserver 


Salesmen Meet 


ROCKLAND, Mass.—J.. A. Munroe, 
vice-president of E. T. Wright & 
Company, Rockland, manufacturers of 
famed Wright Arch Preserver shoes 
for men, put over an exciting confer- 
ence for the Wright sales force August 
30, 31 and September 1. Two days 
were spent studying important new 
developments in manufacturing, origi- 
nal with E. T. Wright, designed to fur- 
ther improve the fine construction and 
workmanship of the line. 





J. A. MUNROE 


The third day was devoted to adver- 
tising. Mr. Munroe discussed the suc- 
cess of recent campaigns, touching on 
the amazing number of inquiries (over 
66,000) received from men, and the 
splendid cooperation given by leading 
dealers in tying up with displays and 
local advertising. He emphasized the 
strong style appeal of this season’s 
Wright Arch Preserver Shoes. 

Mr. Badger, of Badger & Browning, 
Inc., advertising agency, outlined the 
Arch Preserver Triple Power Cam- 
paign for Fall. Advertising, he said, 
will run in Esquire, Life, Christian 
Science Monitor, Journal of the Amer- 
ican Medical Association, Journal of 
the National Association of Chiropo- 
dists and Boot AND SHOE RECORDER. 

The meeting was then addressed by 
Mr. Blackwood, of Esquire; Mr. Dut- 
ton, of Boot AND SHOE RECORDER, and 
Mr. Van Voorhis (who is the Voice of 
Time in the radio program and news- 
reel March of Time, in behalf of Life. 

A. W. Donovan, managing director, 
in closing the meeting, emphasized the 
need today of intelligent selling—as- 
sisting the dealer to build a perma- 
nently profitable business based on sat- 
isfactory turnover of the kind of shoes 
that build repeat sales. 

The conference ended Thursday 
night with a shore dinner attended by 
the entire sales force and the foreman 
of the factory. Mr. A. W. Donovan was 
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HESE scientifically constructed 

hard soled shoes for the young 
walkers are built over three dif- 
ferent lasts, fitting equally well the 
narrow, average or chubby foot. 
They come in sizes 2 to 8, and bear 
the name mothers know so well— 
"Mrs. Day's Ideal." They are the 
“foundation line” of leading chil- 
dren's shoe departments through- 
out the country. 


MRS. DAY’S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE HARD SOLES 
ee] 











presented, during the dinner, with a 
birthday cake. The salesmen, includ- 
ing Mr. Sullivan, Mr. McCarthy, Mr. 
Walls, Mr. White, Mr. Burnett, Mr. 
Schmitt, Mr. Marrer and Mr. Fish- 
paugh, left for their territories after 


the meeting. 





Sawyer Salesmen On Road 
With Ski Boots 


Freeport, Me.—R. J. Sawyer, Inc., 
of Freeport, Me., manufacturers of 
Maine-made ski shoes, and a complete 
line of moccasins and outdoor footwear, 
have announced their new 1937 line 
of authentic ski boots, and their sales- 
men are now on the road. The new 
line consists of three different accepted 
ski boot patterns, and nine different 
styles, all of them developed in accord- 
ance with the specifications of ski ex- 
perts, and built by master workmen 
from approved material. They are 
made for men, women and children, 
and some of the styles are carried in 
stock and are in the popular-priced 
range. 


The Sawyer line is distributed 
throughout the country by the follow- 
ing: 


Philip Mitchell, New England; Jo- 
seph C. FitzHarris, New York City; 
A. M. Brett, New Jersey; Allen & Um- 
sted, Pennsylvania and Maryland; 
Northland Sport Sales Co., Minnesota. 
Wisconsin and Michigan; ‘and Alden 
Glaze & Co., Pacific Coast. 
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Blue Looks Best 
Among Spring Colors 


[CONTINUED FROM PAGE 23] 


colors are selected after a most care- 
ful research and analyzed by the best 
fashion minds in our industry. 

All of our reports from Paris and 
from this country lead us to believe 
that Blue will again be the predomi- 
nating color for Spring. However, 
there is some change in the caste of 
Blue. It must carry some tinge of 
Purple. The most important shade will 
undoubtedly be MARINE BLUE, but 
the trade is warned to keep this on the 
Purple side. MARINE BLUE will be 
important in all grades of footwear. 


The Brown family continues to be | 
important. In this group the new | 


INDIA BROWN is lighter and warm- 
er in tone than Coffee Brown of the 
Fall season. This will be used prin- 
cipally in all-over shoes, in all grades. 

The next important shade is un- 
doubtedly CUBANA. This is a re- 
peated color which will be used in all 


grades of Women’s and Misses’ shoes | 
and will have increased use as a trim | 


on Whites. 
BROWNSPICE is a new develop- 
ment of the Ginger type—will be used 


as an all-over color and a trim on | 


White shoes. This will not be quite so 


important as either India Brown or | 


Cubana. 

Another repeated color is CHAU- 
DRON. This has developed into a very 
desirable shade in all grades of wo- 
men’s footwear. It is good used as an 
all-over color and makes an excellent 
trim for White shoes: 

The most important new high-fash- 
ion shade is CHATEAU WINE. This 
shade is somewhat deeper than the 
former Oxblood, but not quite so deep 
in caste as previous Wine shades. It 
is undoubtedly the most beautiful 
shade ever selected in this family. How- 
ever, it is doubtful whether it will have 
any importance in volume grade shoes. 
It is beautiful used as an all-over shade 
and is extremely high-fashion as a 
trim on White shoes. 

TUXEDO GREEN is a new Green, 
lighter in caste than the former Araby 
Green. It is doubtful as to whether 
Green will have any real importance 
for Spring, however, it is always 
known as a possible dark horse. 

Any shade in the Beige family is 
approached with great care and the 
shade we have selected, BISQUETTE, 
is of the new biscuit tone—will be 
used primarily in ombre effects with 
INDIA BROWN, Brownspice, and 
other shades. It can be used as a 
high-fashion shade if trimmed with 
Black. 

REDBARK is of the reddish “earth” 
tone in the Acajou, Cedar range. This 
is primarily a promotion of exceed- 
ingly high-fashion shade, and it is 
doubtful as to whether it will have 
importance in volume grade shoes. 

[TURN TO PAGE 50, PLEASE] 
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90% LONGER WEAR 
SNUG FIT AT BASE 
BETTER LOOKING 
COSTS NO MORE 
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Men's Shoes 









“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 





i i i Re 


Carton Labels 


ee ie 


LA BELS 


TOLMAN- DAVIDSON 
—A DVERTISING PRESS, |; 
113 Lincoln Street, Boston, Mass 





i i i i i 


Boot Trees | 
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NATIONAL BOOT TREES 
PRICED TO SELL | 


Here is a boot tree retailing at $4.95 
per set. Steady demand through na- 
tional advertising. Free merchandis- 
ing helps. Only four sizes to carry. 
Made of National Hard Vulcanized 
Fibre, Guaranteed for five years. Set 
weighs 18 oz, Write for discounts 
and complete dealer proposition. 


NATIONAL VULCANIZED 
FIBRE CO. 
Box 311T, Wilmington, Del 








College Shoes and New 
Fall Fashions 


[CONTINUED FROM PAGE 28] 


Newspapers of Friday, September 
10, and Sunday, September 12, car- 
ried an extraordinary volume of retail 
shoe advertising from stores in New 
York and the surrounding metropolitan 
area. It was the week-end preceding 
the opening of the public schools, and 
much of the publicity was devoted to 
school shoes. But there were also 
many Autumn style ads featuring 
men’s and women’s footwear. In the 
case of women’s shoes, most of the ads 
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featured suedes, which were ‘shown in 
all of the newest patterns and styles: 

Arnold Constable, for example, illus- 
trates four high front patterns in suede 
and characterize Fall’s shoe mode in 
the caption as “High, Trim and Hand- 
some.” The four shoes shown are from 
the moderate price shoe shop on this 
store’s fourth floor, and the ad goes 
on to say: “Suede is the leader, in 
black or brown... and the whole Paris 








THIS is the little shoe that's 
going to hit the campus like a 
rocket, this Fall. Its bt 
sass ou can wi 

es Pt know you HAVE 
feet!) In brown suede, ied = 


2nd floor $7.50 


ond fdas. 


Wordwand 


Ads featuring campus footwear play 
prominent part in September retail 
promotion. 











world of style to choose from! Cut 
high over instep and ankle . . . with 
the most intriguing trimmings im- 
aginable! And when you have chosen 
your oxford or step-in, be sure to 
have yourself fitted to the new Hi-Lo 
Boot, the rage in Paris. ... The style 
range is ready ... high, trim and 
handsome. Select your Fall shoe ward- 
robe early from our complete, varied 
stock, with our modest price to help 
you.” 

“A Fall Weather Friend” is the name 
which Slater of Fifth Avenue applies 
to Walkaway, one of their newest high 
front patterns in suede, priced at $8.95. 
“It doesn’t surprise us,” says the ad, 
“that this handsome, high-throated 
step-in walks away with practically 
every woman who walks in. But it will 
surprise you to find Slater’s incom- 
parable quality and styling at this 
price—unbelievably low! Feel the soft 
suede . . . revel in the trim snug fit. 
In black, brown, green or navy suede, 
delicately piped with matching patent.” 

Using an old familiar shoe term in 
2. somewhat different way, Lord & Tay- 
lor apply the name “Wing Tip” to a 
high cut pattern in suede with a peak 
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@ Here’s bad-weather shoe that's 
bound to ‘sell. It’s guaranteed positively 
water- . Men who HATE rubbers 
will LIKE Muftis. 

The Mufti is a double shoe. The inner 
is a welt, complete in itself. Outside it, 
and laid Pag a eintek layer of rubber ce- 
ment, is a second won built by the 


stitchdown m process. W pe cadre inner- 

sole filler. Water-proof slip sole prevents 

water working up through the m. 

Bellows tongue completes the seal. Full 

— virtually makes the Mufti a 

| iple shoe. In brown, A to E. Made to 
rool in black. 

Get ready for winter's rain and slush. 
Stock Muftis now. The rest of the Bass 
line too. And don’t forget our fine se- 
lection of euperter a ski Ao Write to- 


ots ve catal ei Main list. @. H. 
ain ‘Street, Wilton, ‘Me. 








| 
| 
| 





that extends up over the instep. Priced 
at $6.95 in the Budget Shop, the ad 
hails it as “the new high-flying suede 
shoe that will put the final fillip to 
your Paris couturier suit, your cos- 
tume dress. Incredibly becoming . . 
the new swept-up peak does wonders 
for your instep. Excitingly new... 
the alternate strips of plain suede and 
pin-dot perforations. Comfortable, mod-- 
ified vamp, high covered heel to make 
your ankles look slender. In rich, black 
suede.” 

Under the caption “Tips on Suede,” 
Coward said in an ad that illustrated 
two styles, one a broad one-strap and 
the other an oxford: “More than any- 
thing else right now, you want a shoe 
with Fall in the blood. A new look, 
and a promise of unquestionable com- 
fort. These have a heaping dose of 
each. ... And in unusual ways. We 
have taken the sobriety from the usual 
oxford and one-strap by giving them 
gleaming high-lights of patent. And 
if our No. 34 last is exactly right for 
your foot, you’ll experience a new walk- 
ing bliss. ‘Greelie’ comes in lamp black 
or brown suede; Garland in black suede 
only. Other styles $8.85 and higher. 
Sizes to 11. Coward builds shoes on 
85 differently shaped lasts.” 

Bonwit Teller, in a Sunday adver- 
tisement showing five interesting Fall 
patterns, lays special emphasis on 
“‘Transition Heels’ of mid-height be- 
tween spikes and flats.” The ad calls 

[TURN TO PAGE 49, PLEASE] 








BOOT AND SHOE 





“ANKLE-HI” 





Licensed Manufacturing Branches: 
Northampton, England 


Melbourne, Austra‘ia 
Paris, France 

Frankfort, Germany 
Mexico City, Mexico 
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For further facts, call the nearest branch office of the United Shoe Machinery Co. 
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Raised Your Prices... 


“And why not?" you ask. Labor is up. Leather is up. 


The manufacturer pays more. You pay more. Why 
shouldn't the customer pay more? But it's not that 
simple. You can't convince a woman that your shoes 


You CAN con- 


vince her that your shoes are worth every penny you ask, by making them look 


are worth more simply by telling her that "prices are up." 


better! And you can make them look better by inserting "Ankle-Hi" Fairy 
Forms in every shoe you show. They're light, easy to insert, inexpensive . . . 
and they'll go a long way in helping you to justify increased prices to your 


customers. Send for complete information today. 


SHOE FORM CO. 


AUBURN, NEW YORK 


UNITED LAST CO., LTD 
MONTRBAT:, CANADA 





Hearn’s Opens Third Store 


New York.—Hearn’s large depart- 
ment store, located at 14th Street and 
Fifth Avenue, this city, has recently 
opened a third department store in 
Newark, N. J. This new store is the 
second to be opened by Hearn’s in their 
recent expansion move. The first of 
their outside stores was opened a short 
time ago in the Bronx, N. Y., at 150th 
Street and Third Avenue. 

Each of the new stores has a full- 
sized shoe department which, although 
not as large as the parent store, is 
patterned after it. All the shoe buying 
for the outside stores is done by Irving 
Goodman in the main store, who works 
under the supervision of Stanley Weiss, 
general manager of all shoe depart- 
ments in the Hearn’s stores. 

Both of the new stores have a man- 
ager in the shoe department who, al- 
though not doing any baying, is re- 
sponsible to the main store for sales 
and stock control in their separate de- 
partments. Louis Berk is manager of 
the shoe department in the Hearn’s 
Bronx store and Mark Pasternack is 
in charge of the shoe department in the 
Newark store. 


Burger Joins Krivit Agency 
New YorK. — Frederick C. Burger, 
formerly art director of I. Miller & 


Sons, Inc., has severed this connection 
to become art director of the Samuel 





New Patent Sandal for Spring 









An unusual sandalized step-in of gleaming white Colonial patent leather. 
Through an error, credit to Colonial did not appear in the description in our 
issue of August 28th. Proper credit, therefore, goes to the Colonial Tanning 
Comaaney of Boston, Massachusetts, who make patent leather in black, white and 
c rs. 





G. Krivit Company, Inc., specialists in 
shoe and leather advertising. Mr. Bur- 
ger is well known in shoe and adver- 
tising circles for his fine work for I. 
Miller over the past several years, and 


for his previous work through the John 
D. Boyle, Inc., agency and M. F. Red- 
dington, Inc. Mr. Burger will be in 
complete charge of the art department 
for the Krivit Company. 


















Patent Leste 
Women's $1. 
Misses’ $1.65 






White Kid Women’ ; 
Women’s $1.80 Sizes Y ay oe 
Misses’ $1.70 A-B-C 2%-8 1142-2 
EI 


Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 








PROFESSIONAL TAP DANCE SHOE 


White Side 
and 
Patent Chrome 
za B and C 
124-3 AB and C 
8 AB and C 
DAVID T. NATHAN 
138 Lincoln S?., Boston, Mass. 
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Ballet Slippers 


Ol heli i ele i eli ah hi i Ri Ri Re ti D 


BALLET SLIPPERS—IN STOCK 
FINEST QUALITY, BENCH MADE 


No. 100, Bik. Kid, Soft T 
Turns, Rights & Lefts. 







6-11 11-2 We-B 

35 40 45 

18 1% 1% 
SCHWARTZ & mERDER, Ine., Mfrs. 
70-72 NO. 4TH ST. PHILA., PA. 





Trade Literature 
New Hosiery Book 


St. JosepH, MicuH.—The Cooper, 
Wells & Company, manufacturers of 
Admiration Hosiery, have recently sent 
out to their customers a novel little 
booklet entitled “The Story of Silk,” 
which tells the complete story of silk 
from the cocoon to the finished product. 

Besides the wealth of interesting 
reading matter, this novel little booklet 
also contains many illustrations show- 


~ 
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ing various processes in the prepara- 
tion of the raw product and the manu- 
facture of the finished product. 





BALTIMORE, Mp.—The importance of 
having the correct color for dressing 
suede shoes and for resurfacing elk 
leathers is too well recognized to need 
comment, but in view of this condition, 
the Cavalier Corp. of this city have 
available for the use of dealers inter- 
ested in either Cavalier Suede Dress- 
ings or Cavalier Leather Hide, their 
product for elk stocks, color guides 
applying to each of them. The guides 
are stiff cards, punched, in order to be 
hung up, and each containing actual 
swatches of suede or elk on the card, 
so that these may be readily matched 
with the shoe. The colors’ shown, 
twelve for the suede and seven for the 
elk, are authentic shades. The back of 
the card gives instructions for the 
correct dressing and treatment for 
each kind of leather, together making 
a useful addition to the shoe store 
equipment. 


The new catalog of Pied Piper Shoes 
for the Fall season has just been issued 
and with its publication, the Pied 
Piper Shoe Company announces a still 
further enlarged stock department and 
a particularly long line of outstanding 
big girls’ shoes in stock. Pied Piper 
executives are encouraged by Fall busi- 
ness to date and say indications are 
that production schedules will have to 
be increased during the season. 





BALTIMORE, Mp.—Under the caption 
“The Camera Goes To A _ Private 
Show,” D. Myers & Sons, Inc., of this 
city have recently issued a five-page 
folder that not alone gives a showing 
and description of thirty-four high- 
fashion models of shoes that are now 
in stock for the Fall and Winter sea- 
son, but a collection of interesting 
views of the personnel of the company 
in action and of the methods by which 
these styles are arrived at and dis- 
cussed. Altogether the folder gives an 
excellent birdseye view both of the 
methods and the merchandise of this 
aggressive and progressive Baltimore 
concern. 





Shoe Department Enlarged 


Co_umBus, OHI0—The Fashion de- 
partment store has enlarged and re- 
decorated its shoe department. Enough 
space has been added to enable the 
department to carry 1500 additional 
pairs of shoes in stock, add 12 more 
chairs and employ two additional full- 
time salesmen. 

The walls of the department are dec- 
orated in oak paneling and mirrors to 
beautify the department and increase 
efficiency by bringing the stock closer 
to the selling floor. The new furniture 
is of an attractive modern design fin- 
ished in red and green leather and 
chromium. 
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PRP 


Many Retailers 
have solved the 
PRICE RESISTANCE 
PROBLEM 


Experience has shown that the ready 
appreciation of VAN TAN'S ex- 
traordinary comfort and longer life 
goes a long way to nullify consumer 
resistance to higher prices. Most 
men will pay more when convinced 
they are getting more for their 
| money. Try the VAN TAN selling 
non-curling . . . non- 


superior flexibility and 


argument... 
cracking ... 
permanent resiliency. It works. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


~ VANTAN 


the perfect leather innersole 








Shoes: A Billion Dollar 


Industry 
[CONTINUED FROM PAGE 40] 


The National Shoe Fair itself, that I 
mentioned a moment ago, is the result 
of the work of the National Boot and 
Shoe Manufacturers Association, and 
the National Shoe Retailers Associa- 
tion both working together. The asso- 
ciations have been on the alert, and 
particularly effective in legislative mat- 
ters affecting the industry. These are 
examples of cooperation of the right 
sort. Furthermore, the manufacturers 
and retailers have been able to work 
closer together. The various trade as- 
sociations have joined hands in coopera- 
tive effort and have accomplished real 
results. 

I think we can say today without 
fear of contradiction that Americans 
are the best shod people of any country 
in the world. Considered from the 
standpoint of style, fitting, service and 
value, the people of the United States 
are better served. Americans wear more 
pairs of shoes per capita than any 
other nation. This is an indication 
that the industry has found out what 
they want and jas supplied it to them, 
as well as being an indication that our 
country is most progressive. 
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“rock bottom” facts. . 


to his requirements. 


your hands. 


Ideas for «hoe Selling, 
Advertising Ideas 


Unusual and 


Merchan 
] paey oy mplove Ideas 


deas That Attracted 
deas to Attract Children 








239 West 39th Street 


Buy THis Book 


Quick Help for Shoe Retailers 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
. It is NOT just another shoe 
book, but offers the shoe ‘merchant the best ideas from 
almost the entire eotasting field for instant adaptation 


“2222 RETAILING IDEAS” 

Enables you to put ideas into action from the hour it reaches 
Concise, all “meat,” 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS—- 

Display, Stock-keeping 
Distount and Gift Ideas 

Miscellan 


cous Ideas 
Management and Economy Ideas 


ake Stores More Attractive 
Christmas Crowds 
deas for Merchants Who Get Together 


BOOT AND SHOE RECORDER 
New York, N. Y. 


it is ten 





ro 





Anniversary Sale Collection Ideas f ' 
Sprin, ummer Ideas Bb 4 
"2 Pages Eek — q 
3,00 00 Heiey les Bi 
meee Mio emsemm | 1328 BROADWAY a34"ST 
NEW YORK 











Obituaries 
Hiram B. Meyers 


MERIDEN, CONN.—Hiram B. Meyers, 
prominent shoe salesman and_ shoe 
manufacturer, died at his home, here, 
recently, following a brief illness. 

In 1897 Mr. Meyers first became af- 
filiated with the shoe trade in the posi- 
tion of a traveling shoe salesman for 
a slipper manufacturer in Boston, 
Mass. His next position was with an- 
other Boston shoe firm, selling chil- 
dren’s shoes on the road. He later be- 
came president of this firm and con- 
tinued in that capacity for several 
years until the firm was discontinued. 

While a traveling shoe salesman, 
Mr. Meyers secured one of the largest 
orders for shoes, outside of government 
contracts, ever booked in this country. 
The order amounted to approximately 
half a million dollars. 

He is survived by his wife, two 
daughters, two sisters and one brother. 
Interment was in the family plot in 
East Cemetery. 


W. J. Bresnahan 


MANCHESTER, N. H.—wWilliam J. 
Bresnahan, long prominently identified 
with the shoe industry here, died at a 
local hospital, September 4 after a long 
illness. Mr. Bresnahan was for many 
years connected with the F. M. Hoyt 


Shoe Company and at the time of his 
death was an executive of the J. F. 
McElwain Company, having charge of 
the finishing and packing department 
of Factories G and H. 

Fraternally, Mr. Bresnahan held 
membership in the local council Knights 
of Columbus and was_ prominently 
connected with the different fish and 
game associations of the county. In 
1916 he served with Co. K, First N. H. 
Regiment of Infantry at the Mexican 
border campaign and was a member 
of the First Regiment Club and the 
Emmett Guards Veterans’ Association. 
He is survived by his widow, a son, 
Roger W., of this city and a daughter, 
Ruth M., a teacher in the Warner 
High School. 





George H. Brackney 


CoLUMBUS, OHIO—George H. Brack- 
ney, retired salesman for the Henry 
Warner Shoe Co., with whom he was 
associated for almost 50 years, died 
here, recently, at the age of 75. 





Nelson, Inc., Move to 
New York 


New York.—Seymour Rossow, head 
of B. Nelson, Inc., shoe repairers, an- 
nounces the removal of their business 
from Brooklyn to 10 East 39th Street, 
Manhattan. The concern has taken the 


QS. cetageinabniona Mer. 





THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
t shoe styles are now on display. 


Shop the Marbridge Building for au- 
thentic shoe styles. The showrooms of 
= shoe a 's leading manufactur- 
- » conveniently assembled under 
on roof . offer you a splendid 
opportunity to look before you buy. 





ween re 





entire 12th floor. According to Mr. 
Rossow, the reason for the change is 
that their business has so greatly in- 
creased in New York City that the 
move became expedient. 





Plans Progress for N. Y. 
Shoe Convention 


ALBANY, N. Y.—T. Arthur Cohen, 
director of the New York State Shoe 
Retailers Association, reports that 
plans are rapidly being fulfilled to 
make the coming convention of the as- 
sociation a most successful one both 
from the standpoint of attendance and 
business. Three floors in the Hotel 
Ten Eyck, where the convention will be 
held, have already been sold out, and 
indications point to much more space: 
being taken by exhibitors before the 
opening of the show on October 3. 

Mayor John B. Thatcher will give 
the welcome address and he will be 
followed by men prominent in the shoe 
trade who will talk at both the Monday 
and Tuesday morning sessions as well 
as at the banquet on Monday evening. 





Sole Factory Enlarged 


LIMA, OHI0O—Enlargement of the 
factory of the Lima Cord Sole and 
Heel Co., to cost $30,000, began Sept. 
4. Frank L. Maire, president, said in- 
creased business probably will neces- 
sitate the hiring of 50 more workers. 




































Page 48 


- 


BOOT AND SHOE RECORDER, September 18, 1937 


Bassifeed and Want Ad 





SALESMEN WANTED 


FOR SALE 


WANTED TO PURCHASE 








We want to add three more men to a 
happy, successful, sales organization. 
If you are a GOOD salesman, honest, 
sober, and a hard worker, looking for 
a permanent location, write Mr. Scott 
for particu'ars, giving brief outline 
about yourself. 


SCOTT FOOT APPLIANCE CO. 
Omaha, Nebraska 








FOR SALE 
In Eastern Pennsylvania, live tewn of 
35,000 pop. Ladies’ novelty shoe store. 
Open only one month. Good rental and 
lease. 85% location. Urgent reasons for 
selling. Stock inventories $2,400. All 
cash deal. 
Box No. F499 BOOT & SHOE RECORDER 
239 West 39th Street, New York 








WE BUY 
Rnotire or 5S us Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick. Vital- 
ity, Arch Preserver, Queen Quality. Bos- 
tonians, Stetson. Red Cross, Nunn Bush, ; 


IRVIN RUBIN 
“The House of Jobs’’ 


89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 





SALESMEN— Shoe & Shoe Findings, wanted 
to sell an old established side line. Thirty 
years in business, every shoe store needs them. 
No competition, 25 and 30% commission. Write 
Gus V. Wells, 686 45th St., Des Moines, Ia. 





ALESMAN WANTED—Brockton manufac- 

turer of men’s medium and high grade shoes 
has open territory, including several middle 
western states available for the right man. 
Salesman with experience in selling to retail 
and department stores desirable. Letters must 
contain complete information, age, record and 
references. Your correspondence will be treated 
in strict confidence. Address F-498, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


SIPE LINE SALESMEN wanted for Eastern, 
Southern and Middle Western territories to 
carry a short line of In-Stock High Grade 
Juvenile Goodyear Welt Footwear to retail at 
$3.00, $3.50 and $4.00. Also Men’s Stitch- 
down Romeos. Straight commission. Give ref- 
erences and lines carried, and state territory 
you are covering. Address Hagerstown Shoe 
Legging Company, Hagerstown, Maryland. 








ALESMAN WANTED:—FEastern Pennsy!l- 

vania Territory. Large Wholesale Distributor 
offers excellent opportunity to experienced man. 
Trade established—and assured income. Fine 
opportunity to the right man. Address F-503, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, . 





FOR RENT 


SPACE for rent for popular price men’s shoe 
department, Flager Street 100% location; 
Miami, Florida. ew unique merchandising 
plan for volume business. Rental percentage 
and small guarantee. Ready for occupancy. 
October Ist. Write: Hill’s Fine Clothes, 112 
East Flager Street for detailed information. 
Attention, Henry Berg. 








POSITION WANTED 


ANAGER, Buyer for independent chain or 
department store. Fifteen years’ experi- 
ence in retail shoe business. Willing to go any- 
where. Address F-501, care of Boot Shoe 
a a 2:9 West 39th Street, New York, 








HAVE two stores at 141 and 143 East Water 

Street for rent in exact center of principal 
business street; one just vacated was in con- 
stant and continuous successful use by Thom 
McAn Shoe Company for Thirteen years. M. 
H. Friendly, 411 West Church Street, Elmira, 
New York. 





SHOE department in new ready-to-wear store, 
one hundred per cent location, Lewistown, 
Pa. Apply Worth’s, Williamsport, Pa. 


POSITION WANTED 


ANAGER, BUYER, EIGHTEEN YEARS’ 

EXPERIENCE POPULAR AND HIGHER 
PRICE WOMEN SHOES CHAIN AND IN- 
DIVIDUAL STORES. KNOWS MERCHAN- 
DISING, ADVERTISING, DISPLAY AND 
TRADE BUILDING. THIRTY-SX, MAR- 
RIED AND INTERESTED IN POSITION 
WITH REAL FUTURE. ADDRESS F-500, 
CARE BOOT & SHOE RECORDER, 239 
WEST 39TH STREET, NEW YORK, N. Y. 














LINE WANTED 


OQ PPORTUNITY for G.G. sport shoe manu- 
facturers. Two experienced live-wire sales- 
men covering Pennsylvania, New Jersey, Mary- 
land, Delaware, the Virginias and North Caro- 
lina, would consider making a connection for 
spring with a reputable manufacturer of popular 
priced sport shoes, retail $2 to $4. Established 
territory. Volume assured. Address F-502, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef shees 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








HOTELS 

















It's 


comfortably 
ae 


NOX? 


Tune in your favorite tompereeure 
and enjoy cool, restful comfort in a 
Lennox air-conditioned room. Each 
room with private bath, radio, and 
other refinements. Two air-condi- 
tioned restaurants. 


50% of all rooms, $3.50 or less, 
single; $5.00 or less, double. 


“Downtown At Your Doorstep” 


° 
HOTEL MAYFAIR « ONE BLOCK OVER 
Same Management 








address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 
(&s Advertisements ior this page must be in our New York office on Friday of the week preceding publication. “Sey 
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College Shoes and 
The New Fall Fashions 


[CONTINUED FROM PAGE 44] 


the Stratford last and these moderate, 
continental Transition Heels “an un- 
beatable combination for comfort and 
chic.” They are advertised “in a whole 
sweep of new shoes by Palter DeLiso, 
the famous bootier who designs for 
mother and daughter with equal grace. 
Smart black suede town shoes on a 
marvelous last that is especially flat- 
tering to sizes 8% to 9.” 

While suede easily predominates as 
the most talked-about material in these 
mid-September advertisements, it is in- 
teresting to find alligator and _alli- 
gator-calf coming in for considerable 
attention. “Baby alligator shoes in 
colors become the smart choice for 
town,” says Bloomingdale’s in an ad- 
vertisement featuring a special group 
of these shoes at $8.75. “Black or brown, 
of course, but the news is in wine, 
green or blue that show to advantage 
the gleaming, natural markings of the 
natural baby alligator skins. Their 
soft, pliant quality, even blending of 
the markings, mellow shine, are all 
indications of higher priced alligator 
shoes. We personally selected the skins, 
all of the small size usually restricted 
to bench made shoes. In the classic 
opera pump and the oxford, both with 
built-up leather heels.” 

And Saks at 34th Street, in the 
same Friday afternoon newspaper, ad- 
vertised as a special feature alligator- 
calf shoes at $4.45. “Celebrating the 
enlargement of our debutante section 
to double its original size, we present 
our new Fall group of alligator shoes,” 
said the advertisement. “They are 
made of fine calfskin to simulate high- 
priced alligator—but they have the 
added flexibility and light weight of 
calf. And Debutante shoes, you know, 
have the young, short vamp that makes 
your feet look sizes smaller! The 
opera pump comes in black, brown, 
blue and green. The oxford in black 
or brown. The monk oxford in black. 
brown, blue, green and wine.” 

So runs the story of Fall shoes as 
told in some of the most striking of the 
September retail ads. With such a va- 
riety of exciting promotions so early, 
the Fall gives every promise of being 
a season of unusual interest in shoes 
and shoe materials. 





DeVoll Leases Department 


SAN FRANCISCO, CALIF.—George De- 
Voll, formerly shoe buyer for Schwartz 
& Grodin, Oakland, has leased the shoe 
department in the Irving Weinstein 
Co. store on Kearney Street. Weyen- 
burg and Massagic lines will be fea- 
tured. 
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Fall Trends in the South 


MiaMI, Fia.—Four factors are en- 
tering into the Fall picture so far as 
it relates to shoes in the South, par- 
ticularly in Florida, according to E. J. 
Sanders, of Miami. Mr. Sanders is in 
charge of the Crittenden Bootery Com- 
pany, with headquarters in Miami, a 
company which operates five important 
shops in Florida. 

The first outstanding trend, accord- 
ing to Mr. Sanders, is the leadership of 
black. Not for years has there been 
such a demand for black shoes. Usually 
when a dark color season hits this area 
brown or blue are wanted. But present 
tendencies point to an overwhelming 
amount of black to be sold in the South. 
Brown will come second, with blue 
third. 

The second important factor is suede. 
From a style point of view there will be 
more suede used than there was last 
season, and that was a record-breaking 
year for suede. There seems to be less 
and less desire on the part of women 
for kid. Fabrics have been high for 
some time, but will have to give way 
to suede. 

Third is the open-toe, open-shank 
sandal. This has had a tremendous ac- 
ceptance for some time past and is now 
wanted- in dark colors for Fall wear. 
There are not enough models to supply 
the demand. 

Other interesting trends are: the 
importance of all-over material; com- 
binations of fabrics and colors are not 
so prominent as last Fall. In spectator 
sports plenty of combinations are sti. 


being used, but the trend in high style | 


dress shoes is to one all-over material. 
High fronts are still selling but are 
definitely on the wane. High backs, 
while more carefully treated, are also 
fading out. Within the next year there 
must be something drastically different 
introduced in shoe models—something 
to take the place of the high front and 
detail manipulation. All sorts of trim 
will be used; shoes are just as fancy 
this Fall as they were all last season. 
One particularly smart model is shown 
with a heavy silk rope braid trim and 
loops over big buttons. Not much is 
seen in straps as yet but before the 
season closes the center strap may be 
important again. 





Opens Juvenile Boot Shop 


TOLEDO, OHIO—Charles F. Hauck, 
who resigned as manager of the shoe 
department of Lamson Brothers Co. 
department store, has leased the first 
floor and basement storeroom at 1856 
West Bancroft Street, Toledo, O., 
where he has opened Hauck’s Juvenile 
Bootery Shop, to specialize in chil- 
dren’s shoes. The store is newly deco- 
rated and equipped with new fixtures. 

Mr. Hauck has been associated with 
local department stores for ten years, 
previous to which he was manager of 
the shoe department of the James Mc- 
Creery Co. store in New York. 
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MERCHANTS’ NEEDS 








For Spats and 
Shoe Ornaments 


Also our newest patent 
zipper spat. 


MANOLIS 
Manufacturing 
. Crawford \. 
Chieage, Ill. Side Line 
Salesmen Wanted. 















Spur Snoe 


Pat. Penuing 


Shows arch supports, brands, golf shoes and 
fibre soles properly. Holds shoes in correct up- 
right position. Practically invisible when used. 
bin never topple over. For me x's and women’s 
shoes. 


$3.00 per dozen 


M. D. POLLINGER CO. 
Stamford, Conn. 





$1.65 per 2 dozen. 























THE PROFIT FLASHER 
Figures Markup Instantly 


Anyone who figures markup cannot 
afford to be without one. 


MURRAY C. FRENCH CO. 
540-16th - - - - DENVER, COLO. 














Sullivan Named Shoe 


Manager 


New ORLEANS, LA.—Bart Sullivan 
has been named manager of the new 
popular-price shoe department recently 
opened on the ground floor of D. H. 
Holmes Co., Ltd., New Orleans de- 
partment store. 

Three nationally advertised brands 
of shoes are featured in the new de- 
partment. A full page was used in 
New Orleans newspapers to announce 
the opening of the new “budget shoe 
shop” with prices of $2.95, $3.95 and 
$5.50 prevailing for most styles. Over 
150 styles are in stock. 

Customers who purchased shoes dur- 
ing the first two days the new depart- 
ment was open, received free Harriet 
Hubbard Ayers beauty kits. 
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Blue Looks Best 
Among Spring Colors 


[CONTINUED FROM PAGE 43] 


BLACK has been outstanding as a 
fashion color, but we should watch 
Black with great caution as there is 
the danger that we will have American 
women all looking like widows. Black, 
to be correct, should be broken up with 


beginning to be quite drab. 

Many are asking the question as to 
how important White shoes will be for 
next Summer. Personally, I feel that 
White will take care of itself. The 
punched shoe continues to grow in 
popularity, which will be a factor in 
helping the all-white shoe to maintain 
its fashion importance. 

While there will continue to be a 
very large business in White shoes, 
however, this past Spring’s business 
should teach the industry a lesson, as 
very few retailers had enough trimmed 
White shoes and the most outstanding 
shoe for the next Spring season will 
undoubtedly be the White shoe trimmed 
with Wine, Blue or Brown. 

The problem facing many manufac- 
turers at this time is the type of shoe 
which will sell after the Suede season. 
Many are convinced. that the all-over 
Brown leather shoe will develop into 
a very important factor, particularly 
in the India Brown and Cubana shades, 
to sell after Suedes and before Spring. 

I will only touch on the Men’s colors 
very briefly as the following speaker 
will discuss them in detail. There are 
four Town Colors: BOND TAN, which 
is a new light shade, TOWN TAN, a 
repeated shade which is deeper in 
tone than Bond Tan, and CUSTOM 
BROWN—a repeated color and NOR- 
FOLK BROWN, a new deep Brown. 
The most important of this group will 
be CUSTOM BROWN. This shade is 
the best Brown ever developed for all 
grades of Men’s shoes. 

Because of the increased importance 
of Men’s Sport shoes, we have selected 
eight Sport Colors: SURFSAND is a 
new light, sand tone, PHEASANT 
TAN, HUNTING TAN, MALLARD 
BROWN, and PARTRIDGE BROWN 
are repeated from last season. HEATH 
GRAY is the New Gray, SPUR GRAY 
is a repeated color and SLAX BLUE 
is a new Blue. These various Country 
Colors will be used both in smooth 
leathers and reversed type leathers. 
The coming Spring season will show 
more shades used in Men’s shoes than 
any other past Spring season. 

I cannot let this opportunity go by 
without stressing the importance of 
promoting American leathers and 
American shoes. The importance of 
American fashions and the develop- 
ments in style trends in this Country 
is increasing every year, so much so, 
that the most important show fore- 
casting American fashions has in for- 
mer years only showed imported 
gowns; it is predicted the showing 
this year will consist entirely of 
American gowns. 
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# Buying (pile 


another color as Black, in itself, is | 


BOOTS AND SHOES 


ARNOLD, M. N., SHOE CO., So. Weymouth, Mass.............. 
BASS, GEO. H., CO., Wilton, Me. 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass. 
ENDICOTT-JOHNSON CORP., Endicott, N. Y................ 


FLORSHEIM SHOE CO., Chicago, lil. .... PESO E SCR POR Tate 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo................ 
GREAT EASTERN SHOE CO., Boston, Mass 

GELLER, ANDREW, SHOE MFG. CO., INC., Brooklyn, N. Y...... 
GILBERT SHOE CO., THE, Thiensville, Wis. ................. 
GREEN SHOE MFG. CO., Boston, Mass. 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind... 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 

NATHAN, DAVID T., Boston, Mass 

OWENS SHOE CO., Salem, Mass ...............-.... 0.00005. 
PEDICRAFT SHOES, Philadelphia, Pa. ....................... 
ROHN SHOE MFG. CO., Milwaukee, Wis 

SAWYER, R. J., INC., Freeport, Me. ....... aera tieneor utes 
SCHWARTZ & HERDER, INC., Philadelphia, Pa. Sallerte bop ee as 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. ........... 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston, Mass., and New York City 

COLONIAL TANNING CO., Boston, Mass..................5.-. 
HUBSCHMAN, E., & SONS, Philadelphia, Pa. .................... 
KISTLER LEATHER CO., Boston, Mass. ......... ............ 
SURPASS LEATHER CO., Philadelphia, Pa. .................. 
VAN TASSEL LEATHER CO., Norwich, Conn. ..................... 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


E. |. DU PONT DE NEMOURS & CO., INC., Arlington, N. J.... 
PANTHER PANCO CO., Chelsea, Mass.............-000 000-0000 
SPAULDING. FIBRE CO., No. Rochester, N. H. ............... 
UNITED FAST COLOR EYELET CO., Boston, Mass. ............. 
UNITED LAST COMPANY, Boston, Mass. ...................-. 
UNITED SHOE MACHINERY CORP., Boston, nik Pe ircodat oe. 


STORE EQUIPMENT AND FINDINGS 


MANOLIS MANUFACTURING CO., Chicago, Ill. ................ 
NASHUA PACKAGE SEALING CO., INC., Nashua, N. H. ...... 
NATIONAL VULCANIZED FIBRE CO., Wilmington, Del. ........ 
POLLINGER, M. D., CO., Stamford, Conn..................-. 
SCHOLL MFG. CO., INC., Chicago, Ill. ..........00..40.05. 
SHOE FORM CO., Auburn, N. Y. . 

ZOURI STORE FRONTS, Niles, Mich 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City ..................0... : 
HOTEL LENNOX, St. Louis, Mo....... Saale cae’ 2 | yisndeey eee aece + Role : 
HOTEL MORRISON, Chicago, III 

IRVIN RUBIN, New York City .......... 0.0006 c ec eee eens 
KIRSCH-BLACHER CO., INC., New York City 

MARBRIDGE BUILDING, New York City 

TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass. ... 








XN 
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HERE ARE YOUR W/GGERS’ 
with the exclusiveg Zi 


IMPROVED CONSTRUCTION 






MORE ee aT NT es Ye) 


You can offer your customers no finer, more com- INTS 






fortable, more durable canvas shoes than Empire 






“JIGGERS” with the exclusive “Standon” genuine 







leather insole sewed in. Shown on-these pages are 





ten styles among others available from stock. Empire 







salesmen are now soliciting orders for at once and 


future delivery. Order NOW from your salesman; 






or write direct to Endicott for volume discounts. 










“RACER” oxford With the following exclusive features: 
Durable sheeting crepe sole, ideal 
for outdoor or indoor wear. Will 
not slip, skid, or mark 







“MOHAWK” 








“Mohawk” Gym 






"MOHAWK" oxford-e durable, ser- 
viceable staple oxford. White or black 

. All genders. Men's—72c. 
Boy's or women's—66c. Youth's or misses’ 
—60c. Childs'—55c. MOULDED HEEL 
OXFORDS -Same as "MOHAWK" ex- 
cept with moulded heels. Women's 2'/2 


“BIG CHIEF" oxford - to 8 only. 5033—all brown, Vic. 5034— 
c vs Top grade Bown, 1M trim, 88c. 5035—Blue, 8¢c. 


















“custom” last, Men's—64 to 12 shoes. 5028 
Women's, Misses’ lace-to-toe. Wome:''s 
only. —_— — 2'-8, 74c. Misses’ 12'4-3, 68c. g 






“RACER” oxford - A men's crepe 
sole bal oxford in same quality and con 
struction as "Racer" hi-cut. Men's 6! to 


1.05. 
: icant ss A MPIRE SPECIALTY] F 









ser- 
lack 
72. 
sses’ 
JEEL 


ex- 
2h 
}4-— 
88c. 
ym 
gym 
19.— 
en's 


Y FOOTWEAR cq. 
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and SPRING SELLING 


genuine leather insole! 















OY” - Drill-lined 
An especially good 
and general 






4 Men’ s—6% to 12, 75c. Boys’ 
2% to 6, 70c. Youths’ I! to 2, 
65c. Gents'—6 to 10%, ble. 





f HEEL GUARD pro- 
vides needed extra heel pro- 
tection... gives longer wear! 
This feature is exlusive in 

“Sneed Boy” Jiggers. 


NEW: vacuum-cup sole prevents 
skids . . . will not mark 
floors when used indoors! 








ee 
mer 















EVERY BOY 


ing remaining 








red foxing, white so 
white foxing, crepe sole. Men's— 
bate 12, $1.10. Boys’ 2% to 6, 





“EVERY BOY™-A rag-insole line for the dealer 
who requires a low-priced, lece-to-too shoe. Sheeting 
lined uppers sewed and v same as 
in better quality "Sogn" : 6040—-White, 6042— 
Black, 6043—Brown. Men's—6!/ to 12, 64c. Boys’ 
—2\h to 6, 60c. Youths'—I! to 2, 55c. Gents'— 
6 hey 10%, 50c. “Mohawk” hicut Same as above, 
but with leather insole sewed in. 2c extra per pair. 





ENDICOTT, 


“ALL-SPORTS” - A pop- 
ular priced, quality basket- 
ball shoe with "Standon" 
genuine leather insole over 
sponge heel and shank. 
Army duck upper with 
loose lining and sanded 
crepe sole. 5016M—Men’s 
rt to 12, Black only, 


“RACER” - Drill- 
lined duck, double arch 
stay, full back stay, dual 
foxing, heavy outer fox- 
ing, of sheeting crepe 
sole. 6054 - Neutral. 6055 
- Blue, 6056 - Black. Men's 
b'/o to 12, 92c. Boys’ - 
2'f to 6, 84c. Youths’ - 
11 to 2, 76c. With white 
“Pepper” sole in staple 
colors; Ic a pair less. 
6006-White, 6048-Black, 
6049 - Brown. 


NEW YORK 








~ 
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AIR-POLSE - AIR-PRED 









Air-Tred and Air-Poise shoes share the secret of making feet spiritedly young. 
Each shoe buoys up the foot and floats heel, arch and sole on myriad tiny bubbles 
of air. These cushions of air keep the feet young in feeling and the smart, supple 
beauty of Evans Kid keeps them young in spirit and appearance. Evans Kid flatters 

one line of the smart Ault-Williamson styling. And there’s a reason— Evans Kid 
is a superior tannage of fine imported skins. It is a fine-grain kid with well-groomed, 
thoroughbred appearance demanded by all stylists and successful manufacturers. 


John R. Evans & Company, Camden, New Jersey. 





- AUR CUSHIONS 
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“\CQIE Wte 





j , ‘* 2 
OJ ise m ©vans ( ce 
by 


Ault-Williamson Shoe Co. 
Auburn, Maine 





hid- 


THE KID WITH A DEFINITE SALES INFLUENCE 








OS ORE POE LENNIE OT NG 


See aan 


FIMRPE 
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<a inilogs 


@ A New and Different Line of 
High Style Dress Footwear 


© Attractive Surface Textures 
made by special Patented 
Process 


© Designed for the consumer 
who wants Ultra Smart Style 


® Priced to provide an oppor- 
tunity for Real Profits 


® Styles for Men, Women and 
Children 


CHILD'S MODEL SHOWN 





Hood FEATURES Sell People the First Time 


-H0e0eb— 
Hood QUALITY Brings them back .. . 





HOOD RUBBER COMPANY, INC., WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; 

Denver, Col.; Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New Orleans, La.; 

New York, N. Y.; Philadelphia, Pa.; Pittsburgh, Pa.; Providence, R. I.; St. Louis, Mo.; Salt Lake City, Utah; 
San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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Observing women in every big city quick- 
ly noted that black patent shoes were 
smarter than anything else with the new 


clothes. 


We know by our orders that you are find- 
ing patent leather is the latest mode. Your 
customers know it, too! 


SETON LEATHER CO. NEWARK, WN. J. 
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decided when Autumn fashions were first 


shown that her shoes this season would be patent 


leather . . . trimmed and all-over. Because black 


patent best “dresses” the foot, she has worn these 


favorite shoes most often. Hundreds of women have 


admired and followed her example of chic. 





Is 





the name for 


PATENT 
SETON 
























| eres @ FOOT AEST ant 


for wery woman 





0 PLAZA, B-1730— Black 
suede, patent trim, 18/8 heei: 
AAAA to C, B-1731— Brown 
suede, gaberdine trim; AAAA to 
C. Either, $4.35. 








2] BELVA, B-1776— Black 
suede, patent trim, 18/8 heel, AAA 
to B., $4.25. B-1934— Greer. 
suede, calf trim. AAA to B., $4.35 


© VERNON, B-1772—Brow: 
suede, calf trim, 18/8 heel. AAAA 
to C. B-1935—Same in black. 
Either, $4.35. 


0 CLARWIN, B-1782—Black 
sport suede, calf trim; 13/8 heel. 
B-1917—Same in brown. Either. 
AAA toC, $4.10. 


5] HOLLY, B-1760— Black 
suede, patent trim, 16/8 heel 
AAAA to C. B-1761— Brown 
suede and calf; AAAA to C. 
Either, $4.25. 


6 ] ELBERON, B-1808—Black 
suede, patent stripping, 17/8 heel. 
B-1809—The same in brown. 
B-1814— Black kid, patent strip- 
ping. B-1928—Blue suede, pat- 
ent stripping. All AAAA to C. 
$4.10 for B-1814; others, $4.25. 


O SAVOY, B-1764— Black 
suede, patent trim... . $4.35. 
B-1766 — Black kid, patent trim. 
$4.25. B-1912— Brown kid, pat- 
ent trim, $4.25. All 17/8 heel: 
all AAAA to C, 


eae EE Spain ella eetiarsscarieet neers 


° CLIFTON, B-1937—Black 
sport suede, alligator calf trim, 
unlined, 13/8 heel, AAA to C. 
5bG ob ole) aalr-b aXe Moh t-JabCob ath dal-We coloh a-ha: \ a B-1938 — In brown. Either, $4.10. 









| Sqcha-bbabbale me VOM d al-Mba-Seat-ba-¢-¥o)(-MRclobaat 





fort features that have made Krip- ery point. Every Krippendorf shoe is 





jexzb ate Coba wdolohau-t-babe-baalolbl- ie) hel d-t- ba a sewed shoe. Here's a complete line RETAIL 






Foot Rest also provides smart styles of light soles and welts that assures 


id att aan dal Mb aatole(-ba ath Zobaat-balie(:saat-tatel-t ya sXo AUUE- bab a=) o:¥- ha-w-b alo Molo ahabaletolel-i ob cob = $695 to $7 95 


Slightly Higher Denver West 








at.a price she can afford to pay. Foot its. Write for catalog 














ae : rs 
Rests come in all. the joke) ohOEK- bap eet: t. I 04 shoes in stock pe 
YO a Ks 
terials and colors——every pair with Male On ae a / 
¢ Nationally Advertised Vay -f 
: AM ppendcr} 
| Mohbb ante) oleh aE Orobaak <0) a aman <:T- bab ba-\- na att. in 8 Great Publications | 






\ FOOT REST 


~ 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI, OHIO Se 









